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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St. Louis, Mo. 














CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 


Wisconsin 


Pennsylvania 
Milwaukee Altoona 
Racine 


Chester 
Fre burg 
Philadelphia 
Wilkes 
York 


Indianapoli 
oath Bet 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 
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Yes or NoP 


Ask yourself the following questions: 
—Have I the abilities to gain a larger income for 
_ myself? 


Would I benefit by linking up with an organization 
of service specialists who would put all of their 
experience and enthusiasm on the job with me? 


Many successful agents in the Lincoln National Life 
Insurance Company will gladly testify that the whole- 
hearted support given them in every phase of their 
work has madefit pay to 


(CINK uP (wir THe (LINCOLN) 


The Lincoln National Life Insurance Co. 


“Tis Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than. $275,000,000 in Force 
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He has proved his ability as a successful producer. 
He has a financial responsibility of at least $25,000. 
He has a record of an earning capacity of at least 


$7,500 a year. : soi ; ; ‘ 
‘ell He has a standing in his community which will 


enable him to connect with the very best business 
and professional men in this territory. 


H e 4 
—This Man Can Qualify as Manager 
for the Best Territory now open in the Company’s entire field. 
is Big Territory, a Big Opportunity, Big Men to 


I | | Inots Deal with, Big Business to be Written. It takes 
a Big Man, but for the Right Man is Opportunity PLUS. 





LOM GI IN EEIT. oo TRE 


CONTRACTED 


PEORIA 


The management at Peoria of a Company with unquestioned 
strength, large surplus and over one hundred millions in force. 


Plus 
Plus 
Plus 
Plus 
Plus 
Plus 


A liberal first year commission 





CONTRACTED A renewal commission for nine years 
A collection fee during the life of the policy 
An Office allowance 


An allowance for expense of development 


EPL ME ATES LDR ARAL RE TP TIEN PIE EATS HN) 


A collection commission on insurance in force. The company entered 


Illinois in 1909. 


If You Are This Man 


Write or Wire opportunity, care of 
THE SPECTATOR 




















GENERAL INSURANCE OFFICES 


WILL IN 1923 


PROVIDE THEIR CLIENTS WITH 


A Wider Field—An Increased Opportunity 


& 6: Le ° 
Our Agents can sell policies on the annual premium 


plan, up to $3,000, to young men and young women 





as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL: 





| 
| 
| 
| 





LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general instirance office should not be yery profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and, 
will earn an increasing revenue each year thereafter. All 
general offices that have life departments are pleased with 
results. 

This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gei- 
eral insurance office. In 1923 this Company will make @ 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 
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Health and Accident Conference 
Berkshire Life Election 

National Fraternal Congress 
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Disaster in Japan 
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HEALTH & ACCIDENT UNDERWRITERS CONFERENCE 


Details of the Meeting--Dissension in the Ranks--Hint of New Separate 
Organization 


ACKINAC ISLAND, MICH., Sept. 1.— 

About one hundred members and guests 

were present for the first session of the 

Health and Accident Underwriters Confer- 

elt ence held at the Grand hotel here the abe 

© part of this week. President E. C. Bud- 

QWD long, vice-president of the Bankers Acci- 

dent Company of Des Moines, Ia., presided 

at all the sessions. There was very little business to be trans- 

acted at this meeting, and the outstanding action was the ap- 

pointment of Harold R. Gordon as executive secretary. Mr. 

Gordon has been statistician for the conference, and in that 

capacity maintains an office in Chicago. His duties and powers 
will be increased by this action. 

This first session was called to order Thursday morning by 
the president. Commissioner L. T. Hands of Michigan was 
unable to be present, and for that reason the address of welcome 
was not delivered. Several of the committees scheduled to re- 
port had not yet held mectings, and their reports were deferred 
to later meetings. 

Harold R. Gordon reported for the bureau of statistics. 
While his report was for the most part technical, he recom- 
mended the installation in the Chicago office of a Hollerith 
punching machine. Such an installation would enable him, he 
said, to rapidly and economicaliy keep accurate records of the 
composite experience of all conference companies. 

The outstanding paper of the morning was that of Fisher 
Simmons, assistant secretary of the Pan-American Life Insur- 
ance Company, who spoke to the subject “Life, Health and 
Accident Insurance, A Close Relationship.” 


SECOND SESSION 

The second session was called to order by President E. C. 
Budlong about 9:30 Thursday morning. The reports of the 
treasurer and the credentials committee were read. C. H. 
Boyer, manager of the casualty department of the National 
Life Insurance Company of the U. S. A., read the report of 
the executive committee. 

Only one meeting of the committee had been held since the 
last meeting of the conference. W. R. Sanders, acting as a 
committee of one, announced that he had secured the with- 
drawal of several resignations which had been presented within 
the past vear. Two new members have been elected to the con- 
ference. 

The report of the executive committee carried with it a rec- 
ommendation that Harold R. Gordon, statistician of the con- 
ference, be appointed executive secretary. This proposition was 
voted upon separately from the report. The motion was put 
by W. R. Sanders, president of the American Liability Company 
of Cincinnati, and was carried without any opposition. 

The first speaker for the meeting was to have been C. W. Van 
Beynum, assistant publicity manager, Travelers Insurance Com- 
pany, Hartford. Mr. Van Beynum was unable to get to Macki- 
nac until Saturday, when his speech will be given. 

D. H. Neslen, assistant manager of the Massachusetts Bond- 
ing and Insurance Company, gave an excellent paper dealing 
with correspondence. His remarks found a sympathetic audi- 
ence, and there was considerable appreciation of them expressed 
from the floor. H. B. Hawley, president of the Great Western 
Accident Company, moved a vote of appreciation. 

(Continued on page 23) 
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NATIONAL FRATERNAL CONGRESS 


Questions Discussed at Convention Sessions--Results of Election of Officers 
--Pledge Support to Calvin Coolidge 


RENCH LICK, IND., August 31.—National 
service to childhood through a_ federated 
movement on the part of all fraternal asso- 
ciations, the establishment of selective immi- 
gration or none, and a comprehensive survey 
of the condition of poor houses and public 
orphanages to be made under the supervision 

of the National Fraternal Congress of America were the things 

most emphasized by James J. Davis, Secretary of Labor, in his 
address before the congress on Wednesday afternoon. 

Mr. Davis told of conditions found in European countries 
during his recent trip abroad, and asserted that, more than ever 
before, the eyes of foreign peoples were turned toward America. 
A great proportion of this prospective immigration is unde- 
sirable, and strict regulations will be required to prevent an 
influx of criminal and illiterate classes. Selective immigration, 
coupled with the passage of an alien enrollment act, will be the 
only salvation for the country, he said. 

Tribute to the fraternal benefit system of America was paid 
by the speaker, who said that its practical application was the 
hope of the nation in stamping out the bitterness and hate that 
has been felt all over the country. 

Mr. Davis closed his talk with a stirring appeal for help for 
the neglected children of America. Make the motto of your 
orders, he said, ““Do Something for Children.” He told of the 
mismanagement and political chicanery of county orphanages 
and county farms, and of the changes that must come if the 
percentage of criminals in America is to be reduced. “There 
is no higher duty before you, as members of this congress,” he 
said, “than the service you can give to childhood.” 

Immediately following the address of Secretary Davis, the 
following resolution was passed unanimously : 





The National Fraternal Congress of America in convention 
assembled indorses the proposal made by the Hon. James J. 
Davis, Secretary of Labor, for an examination into the condi- 
tions of county farms of the various States of the Union and 
the conditions of child labor in public institutions. 

Particularly and specifically do we endorse his care of the 
aged who are indigent and the children who are dependent. We 
recognize that the most tragic periods of life for the unfortunate 
are youth and old age. Our fraternal societies rest on the 
foundation of help to the unfortunate. All things else are inci- 
dental. Unless we adhere to that one purpose our fraternal 
plan of life insurance may be subjected to the charge of com- 
mercialism. Therefore, be it 

RESOLVED, That the National Fraternal Congress of 
America endorses the policy of conservation of child life and 
the better care of the indigent aged and infirm. 

To that end National and State legislation is recommended 
whereby the poor houses and county farms and the ordinary 
charitable institutions for orphans and dependent children may 
be abolished; that such institutions may be consolidated into 
State and National homes under proper official supervision. 


The address of Jeremiah W. Jenks of the Alexander Hamil- 
ton Institute on “How Can the United States Help Europe ?” 


was the principal number on the program Wednesday evening, 
“The United States has co-operated and is now taking part in 
the work of the League of Nations, though the fact is not 
generally known,”’ Mr. Jenks said. “Our Government does not 
co-operate in questions that are primarily political, but it does 
co-operate in the work of the public health officials, the control 
of opium and narcotics, and other fields in which humanitarian 
ends may be served.” 

There is a change in present European conditions, Mr. Jenks 
continued. Fields are regaining their fertility, trade connec. 
tions are being re-established, industry is slowly building up, 
and in some of the countries financial credit is returning. These 
hopeful signs have changed the attitude of influential men, 
They are beginning to rely upon themselves. They are per- 
suading their people to accept a heavier burden of taxation, to 
look forward to a balanced budget and to cut down expendi- 
tures. When these things have been fully accomplished, then 
Great Britain and America may help to advantage. 

W. R. Shirley, of the Brotherhood of American Yeomen of 
Muskogee, Okla., was elected president of the congress at the 
annual business meeting, which was held Thursday morning. 
Thomas F. McDonald of the Catholic Order of Foresters, 
Chicago, was made vice-president. The president for the sec- 
tions of the congress for the coming year is Miss Mary I. 
Downes of the Womans Catholic Order of Foresters, Chicago. 
A. E. King of the Brotherhood of Railroad Trainmen, Cleve- 
land, Ohio, was re-elected treasurer; W. E. Futch, also of 
Cleveland, will continue to serve as secretary. The members 
of the executive committee for the coming year are Harry 
Wade of Indianapolis; Mary E. LaRocca of Omaha, Neb.; 
E. J. Dunn of Chicago; Frances B. Olsen of St. Paul, Minn.; 
John R. Frazier of Little Rock, Ark., and Sydney E. Pipe of 
Toronto, Canada. 

Orrin Thompson of the Equitable Fraternal Union, Neenah, 
Wis., secretaries’ section; Dr. George H. Williamson, Equitable 
Fraternal Union, Neenah, Wis., medical section; Thomas A. 
Gall of the Modern Samaritans, Duluth, Minn., law section; 
Mrs. Julia Ward Clingen of the Ladies Catholic Benevolent 
Association, Oak Park, IIl., press section. 

The following resolutions were unanimously passed by the 
congress : 

Whereas, by reason of the death of our late and beloved 
President, Warren G. Harding, former Vice-President Calvin 
Coolidge has been called upon to assume the duties and re- 
sponsibilities of chief executive of our nation, at a time when 
he is confronted with grave questions and difficult and com- 
plex problems that affect peace, prosperity and contentment of 
our people and the people of other lands: 

Therefore, be it resolved that the National Fraternal Con- 
gress of America, in convention assembled, representing more 
than ten million fraternalists who stand for the highest ideals 
in American life and citizenship, pledge to President Coolidge 
sympathy and support in his endeavors to so meet the re 

(Continued on page 23) 
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SURRENDER AND 
TERMINATIONS 


COMBINED LAPSE 

HERE is herewith presented a table 

which is a combination of the data 
in the two tables showing separately the 
terminations by surrender and lapse of 
twenty-nine life insurance companies, 
which were published in THe Spectr tor 
of August 16. The table printed in this 
issue shows the combined surrender and 
lapse terminations by these same twenty- 
nine companies covering a period of 
twenty years, year by year, as well as 
averages for the four five-year periods 
and for the entire twenty years. 
combined year 
shown to be 5.65 per cent, which is a 
reduction of .71 per cent from the ratio 
of 1921, when it was 6.35. It is, how- 
ever, higher than for any other year 
since 1908, and reflects a tendency to- 
wards the 


The 


ratio for the 1922 is 


conditions which prevailed 
prior to the unusual circumstances in 
vogue during and subsequent to the war 
period. It further indicates that the poli- 
cies placed on the books of the compa- 
nies during the war period, and which 
insureds were unable to hold owing to 
reduced income, have practically all been 
written off, and that from now on the 
force of educational propaganda in the 
interest of policy conservation is likely 
to be in the ascendency. 

Of the twenty-nine companies shown 
in the table there are but twelve having 
higher ratios than the general average 
In this connection it 
mind that different 


for the vear 1922. 


must be borne in 


methods of treating the writing off of 
policies by individual companies have a 
certain bearing in making the combined 
lapse and surrender ratios of these com- 
panies unduly high. 

In considering the table, it must also 
be noted that only the ordinary business 
of the companies is given. Industrial 
companies, including in their ordinary 
account their intermediate business, natu- 
rally show a higher rate than those having 
only regular ordinary policies, and it must 
be further understood, in comparing 
lapse rates, that terminations by lapse 
arise principally from policies less than 
ten years in force. Rapidly growing 
companies, therefore, are most likely to 
show high rates. 





HE world sympathizes with Japan, 
experienced the 
times. 
With her largest cities in ruins, and with 


which has just 


worst catastrophe of modern 
fatalities running into the hundreds of 
thousands, the shock to Japanese life and 
business far transcends the effects of any 
similar disaster on record. The earth- 
quake and fire which afflicted San Fran- 
cisco in 1906 caused some 450 deaths and 
a property loss of over $350,000,000; 
but in Tokio, Yokohama and other large 
and smaller cities of Japan the deaths 
are now estimated to have reached 250,- 
000, while the property loss is incalcul- 
Japan is already taking the neces- 
sary steps for recovery from the effects 


able. 


of the catastrophe, and other nations are 
sympathetically striving to send such im- 
The Ameri- 
can people may be depended upon to do 
their utmost, through such organizations 


mediate relief as is needed. 


as the American Red Cross and others, to 
aid Japan in her time of trouble. 





J. D. Bookstaver’s Scholarships 
js & 


district manager for the Travelers of Hartford, 


30okstaver, New York metropolitan 


has advised the New York University of his 
desire to provide annually ten $100 scholar- 
ships for students of the Life Insurance Train- 
ing Course, to be awarded by a committee rep- 
resenting the University, the Life Underwriters 
Association of New York and the donor. Mr. 
Bookstaver also wishes to continue these ten 
scholarships throughout his lifetime, or as long 
as the course is continued by the University. 

Mr. Bookstaver will secure the continuation 
ef the scholarships, in case of his death, by 
means of life insurance; and he specifies that 
30okstaver Life 
Scholarship pro- 


they shall be known as “The 


Insurance Training Fund,” 


vided by him in honor of his parents. 


f- 


J 





Editorial 


DISASTER IN JAPAN 


Earthquake, Fire and Flood Cause 
Enormous Loss of Life and 
Property 


INSURANCE INTERESTS INVOLVED 


American Companies Will Be Only Slightly 
Affected—Status of Japanese Com- 
panies Doing Business Here 


Towards the latter part of last week the 
whole of the civilized world was startled by 
news of the Japanese earthquake terror. Ac- 
cording to all accounts this catastrophe will 
prove to be the greatest of its kind recorded 
during recent years. It is to be hoped, however, 
that the estimated loss of 250,000 lives will 
prove to be far in excess of the correct figure. 
The cities of Tokio and Yokohama, also the 
surrounding towns and villages, have been 
largely, if not completely destroyed, by earth- 
quake, fire and flood. This overhelming dis- 
aster began with a series of earthquakes, and 
fires broke out almost immediately in a number 
of places. Tidal waves followed, engulfing and 
washing into the sea numerous buildings. This 
was followed by a typhoon and in this manner 
terror followed terror, each adding its quota 
and providing history with as lurid a drama 
as will probably ever be performed by the forces 
of nature. 

From the insurance standpoint it is under- 
stood that quite a number of American com- 
panies are represented in Japan by the Ameri- 
can Foreign Insurance Association. The earth- 
quake risk, however, is excluded by these com- 
panies, so that under these circumstances the 
loss as far as the American organizations are 
concerned will be very nominal. There are only 
two companies connected with the association 
that provide fire coverage on Japanese risks 
and these are the Home and the Continental. 
It is feared, however, that certain marine claims 
will result in view of the fact that a number 
of vessels are reported sunk. ‘We understand 
that the companies represented by the associa- 
tion do not issue insurance for Japan covering 
either flood or windstorm. 

The approximate loss from property damage 
is of course as yet unknown. The loss that 
will fall upon Japanese insurance concerns will 
naturally be very great in certain instances but 
American policyholders of Japanese companies 
operating in the United States are fully pro- 
tected by the deposit that every foreign or- 
ganization has to make prior to commencing 
operations in this country. 


Death of Louie J. Leonard 

Louie Ve 
agents for Georgia for the American of New- 
ark, died suddenly September 4. He was a 
member of the general agency firm of McIntyre, 
Leonard & Co., and also of the Atlanta local 
agency firm of McIntyre, Scott. Knight & Co. 
He had a host of friends who will regret his 


Leonard, whose firm are general 


death. a 
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| Jame 
| National Association of Life Under. 
| writers Gets Under Way 
Ente! 
M t & L t | PRESIDENTIAL POSSIBILITIES ing 
| 
artin uther | 
. . | Program Arrangements Certain to Make Jam 
| Activities Proceed Smoothly— I, A. 
| Prolems Ahead was h 
. E him, « 
| Cuicaco, Itt, September 4.—The thirty- would 
F : : ‘ ; | fourth annual sessi f the National / : ivf 
He believed in hell-fire, lots of it; and in saving others Pigteey i cna’ — ation 
‘ aa 5 pecees | 4 5 TS CXPECte open When 
from falling in it. To this end he criticised certain | here to-morrow morning with something over mome 
customs of the church until his world was all agog and 2500 delegates in ee Unofficially the purchi 
: convention was well under way to-day with a 
he was summoned to the city of Worms to answer for meeting of the executive committee and several 
his teachings. His friends begged him not to go; they of the other committees scheduled as well as No 
feared his enemies might make a bonfire in his honor. the eT conventions of several important compl 
: < : companies. 34 
= 166 presi 
But he side-tracked them, Saying: I will go, though One of the most important actions of the pany. 
as many devils aim at me as there are tiles on the roofs | executive committee to-day was the recom | {alo ¢ 
of thehouses.”” Thisshowssinglenessof purpose without | MeeKetion to: De Rea at Mae a ae 
| next meeting of the association be held in Los 
doubt. Angeles. There were two invitations the other The 
being from Colorado Springs. The vote stood strong 


An observant person was Luther when he wrote: 
‘‘Whoso relies on his money prospers not. The richest 
monarchs have had ill fortune, have been destroyed and 
slain in the wars; while men with but small store of 
money have had great fortune and victory.’”’ He un- 
doubtedly meant that one cannot always rely on his 
present good fortune to remain steadfast. 


But read what Luther’s biographer was forced to write 
about him: ‘‘We see him surrounded by friends and 
disciples, always the spiritual head of his nation, and the 
revered adviser of princes and preacher of the people; 
yet living in the same poverty as before, and leaving 
his descendants unprovided for.”’ 


Perhaps that was the way of dying in those days, to 
leave loved ones in want. But not today. Life 
insurance is now called upon by every man of purpose 





at twenty-eight for to seventeen against the 
selection of Los Angeles. Some of the mem- 
bers considered the selection of a place so far 
west to be a mistake and likely to be detri- 
mental to the attendance, but it is understood 
that two large companies have already ex- 


| pressed intentions of having agency meetings 


in Los Angeles at the same approximate time, 
thus guaranteeing an attendance of over 800 
alone. These companies are the Mutual Life 
of New York and the Pacific Mutual Life of 
Los Angeles. 

The problem of who is to be the next presi- 


| dent of the association has assumed real im- 


portance. Due to the personal sacrifices in- 
volved there is no candidate in sight, although 


| it is well known that William M. Fury of 
| Pittsburg could have the position if he would 


accept it. There is still some hope among the 
delegates that he can be prevailed upon to make 
the office. Another likely candidate who is 
understood to have refused to have his name 
suggested is Graham Wells of New York. As 
yet these two are the only names before the 


convention. There is undoubtedly much prest- 











dential timber, but many of those who are 
and observing to make sure those who live on shall capable of holding the office do not feel ~ ies 
| they can afford the personal sacrifices involved. Eee 
not want. Winslow aig known vice-president tional 
of the Phoenix Mutual Life Insurance Com- 
pany of Hartford spoke in favor of the plan 
| to have a traveling life insurance speaker There 
' to the executive committee of the association and t! 
The Prudential this afternoon. He received a favorable recep- Pa 
tion and the matter was referred to the board ™ C 
mana Ss Insurance Company of America | of trustees for immediate action. An hag 
smencrncr’ : ing and valuable meeting of ‘the leaders 10f &( 
PIBRALTAR EDWARD D. DUFFIELD, President | the various sections of the program together rather 
Home Office, Newark, New Jersey | with all the members of the press present was going 
| called this evening by Edward A. Woods, and Provid 
the program was thoroughly gone over with remait 





| suggestions for improvement. 
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ECHOES FROM BUFFALO 


James L. Case Honored by Delegates 





EDSON S. LOTT ON HAND 


Entertainment Features Provided at Meet- 
ing—Informal Dinner with Frank R. 
Bell Presiding 


lames L. Case, late president of the N. A. 
1 A. during the meeting at Buffalo recently, 
was honored at every turn. Mrs. Case was with 
him, and as it was well known that Mr. Case 
yould retire from active service to the associ- 
ation this year, no opportunities were neglected. 
When A. G. Chapman took advantage of a 
moment's absence to ask for a contribution to 
purchase a gift, the response was immediate. 


Epson S. Lott 
No agents’ convention nowadays seems to be 
complete without the presence of [Edson 5. Lott, 
president of the United States Casualty Com- 
pany. He was very much in evidence at Buf- 
falo and, as he was not called upon for any 
speech-making, apparently enjoyed himself. 


The lure of the jazz band seemed to be very 
strong for a large portion of the delegates. 





E. S. Hawtey, 


Vice-Chairman, Entertainment Committee, Na- 


Sa sa P . 
tional Association of Insurance Agents, in 


Charge of Get-Together Dinner 


There was dancing going on most of the time, 
and the arrival of the wee small hours of the 
night found many of them still at it. One of 
™ convention afternoons was devoted to a 
oat ride, with the Buffalo board as hosts. The 
good ship City of Buffalo was chartered at 
rather heavy expense. So long as the boat was 
going through the harbor, where the elevator 
Provided an unusual sight for many, the crowd 
remained on the decks. When the breakwater 
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was passed, however, no one seemed to want 
to enjoy the lake scenery. Instead, there was a 
rush for the hold, where a very good band held 
forth. Dancing occupied the remainder of the 
afternoon, and the waters of Lake Erie were 
not again viewed by the crowd, unless it might 
have been through the portholes. 


RECEPTION IN EVENING 

The same evening witnessed a reception and 
ball at the hotel. Again the delegates were 
guests of the convention, and danced all eve- 
ning long, ending with a fine supper in the 
After this was over, there was 
more dancing elsewhere. 

Friday evening a small but select crowd 
gathered for a farewell dinner in the Georgian 
Room of the hotel. At this decidedly informal 
function the new president, Frank R. Bell, pre- 
sided. Noticing several present who are known 
to be talented, Mr. Bell added to the cccasion 
by securing from them an impromptu enter- 
tainment. 


restaurant. 


JoHn L. MEE 

The importance of educating the public, 
agents, and brokers of the country as to the 
evils of personal surety was emphasized by 
John L. Mee, vice-president and superintendent 
of agencies of the National Surety Company, at 
the “Get-Together” dinner on Tuesday night. 

The possibilities for the development of 
surety business were unlimited, Mr. Mee said. 
If the enormous number of personal surety 
bonds now given were written by corporate 
surety companies, each company could reason- 
ably expect a 25 per cent increase in its volume 
of surety business. 


NEW YORK UNDERWRITERS 


St. Louis Agreement Endangered—Possible 
Controversy Looms Up 

Sr. Louts, Mo., September 4.—With the New 
York Underwriters reported to have named 
their third St. Louis No. 1 agent and appar- 
ently moving ahead with their plans to operate 
in the Mound City on the basis of a separate 
and distinct company from the Hartiord, the 
St. Louis situation is fast reaching that stage 
where something definite will have to be done 
toward carrying out the provision of the July 1 
agreement. 

Other companies have intimated very strongly 
that if the New York Underwriters are recog- 
nized as a separate company and not a depart- 
ment of the Hartford, they in turn will refuse 
to abide by all of the provisions of the July 1 
agreement. 

In the meantime the St. Louis Fire Under- 
writers Association is yet to incorporate the 
provisions of the July 1 agreement and the rules 
of the Blue Book in the organic law of the 
body. Counsel for the association has held 
that the steps so far taken by the bedy are 
strictly in accordance with the laws of Mis- 
souri, and that those contemplated do not con- 
flict with the State’s statutes. 

However, final action on the rules kas been 
delayed to await the return to the city of many 
prominent members of the association, includ- 
President W. D. Hemenway. 
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KANSAS UNDERWRITING 


Stock Fire Companies’ Loss Ratio Is 
58.7 Per Cent 


FLOOD BUSINESS SUFFERS 


Statistics from State Insurance Depart- 
ment Give Experience of Past Year 
for Foreign and Domesic Organiza= 
tions 

Topeka, Kansas, September 1.—The loss on 
the business of the stock fire insurance com- 
panies operating in Kansas in 1922 was 58.7 
per cent of the premium income. This was the 
announcement of the Kansas Insurance Depart- 
ment this week, when the compilation of the 
underwriting experience of the companies for 
last year had been compiled. This is the heavi- 
est loss ratio the stock companies have had in 
many years. In 1921 it was 43.5 per vent, and 
this figure represents close to the annual aver- 
age loss ratio for many years. The department 
has only been compiling the underwriting ex- 
perience for a few years, and the report this 
year was delayed several weeks on account of 
delays in some of the company offices to get the 
reports filed. 

The loss ratios on all the fire business in 
Kansas for all of fhe United States and foreign 
stock companies operating in the State, as 
tabulated by the Insurance Department for the 
past two years, follow: 


1921 1922 

Protected classes ..<.00<0<<« 35.2 44.9 

Unprotected classes ........... 49.4 66.8 
Average for classified prop- 

CRC Se oo gered ae ose eared dams EO 49.2 

Sneeial viSkS osc. - ccs aswel 42.5 64.9 

Average for all classes of risks 43.5 58.7 


The insurance companies suffered a material 
reduction in the aggregate premium receipts in 
1922, while the fire and other losses were ex- 
tremely heavy, due to the replacement costs. 
The flood loss was the largest single ratio pre- 
sented, being 439.5 per cent. Flour mills were 
171.5; automobile theft, 141; sprinklered leak- 
age, 118, and grain elevators other than fire- 
proof, 102.9. The companies collected $2,583 in 
premiums on rents, leaseholds, commissions and 
profits, and did not pay out a penny in losses. 
Lumber yards showed a loss ratio of only 2.8 
per cent and none of the companies had to pay 
any losses on public buildings and churches of 
stone or brick construction in the unprotected 
districts, while the ratio was 77.4 on brick and 
70.9 on frame structures of this class in pro- 
tected districts. 


Home Writes Rain Policy Embracing Three 
Minutes 

To cover the expenses of a scientific trip 
to Mexico, in event of the failure of an expedi- 
tion sent by Swarthmore College to observe an 
eclipse of the sun, the Home of New York has 
written a rain policy for $10,000, covering the 
risk of non-visibility during a period of less 
than three minutes. 
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NEW YORK SURVEYS 

When Will It Be Done?—We are a bit 
interested in the resolutions suggested at the 
recent meeting of Insurance Commissioners, in 
connection with the subject of one schedule 
over all. We are not quite positive how long it 
would take to work out the program before 
the question of the schedule would be taken up, 
but when we think that it deals with such im- 
portant matters as the universal adoption of 
a standard policy form, coinsurance, and the 
universal repeal of valued policy laws, as well 
as anti-compact laws, it looks as though the 
legislatures might be busy for approximately 
one decade, if not more. 

A Two-Day Record.—On August 26 and 
27 there were 143 fire alarms in New York 
city, with at least half a dozen fires that were 
of sufficient importance to be marked con- 
siderable. Of this number (143) seventeen or 
12 per cent were due to maliciousness; that is, 
sending n an alarm when there was no fire. 
This is probably the most reprehensible of all 
things that a citizen can do in connection with 
the service of the fire department. 

The Insurance Institute.—All the exami- 
nation papers of the students who took the 
Institute exaniinations last May have now been 
read and returned to them. A statistical abstract 
is being prepared showing the results. A re- 
printing is being made of the three courses— 
fire, casualty and marine. These will be ready 
for distribution by the middle of the month. 
The annual conference this year will un- 
doubtedly be held in Hartford, Conn., probably 
the latter part of October. 

Seventy Years Ago.—The year 1853 ap- 
pears to have been what the astronomers would 
call, perhaps the astrologers, we had better say, 
a favorable year for fire insurance companies. 
The proof of this is the list of those that were 
organized that vear, have done, and are continu- 
ing to do a great work: Agricultural Insur- 
ance Company, Watertown, N. Y.: Continental 
Insurance Company, New York City, N. Y.: 
The Home Insurance Company, New York 
City, N. ¥.; American Central Insurance Com- 
pany, St. Louis, Mo.; The Girard Fire and 
Marine Insurance Company, Philadelphia, Pa. ; 
Farmers Fire Insurance Company, York, Pa. 

The Warehouse Fire.—The degree and in- 
creasing degree of unrest which stirs the street 
mn regard to this fire ought to lead to some- 
thing more than mere unrest. It is rather a 
criticism of our fire prevention methods that 
valuable Droperty such as was. stored here 
should be subject to such a loss. Is it not pos- 
sible also that we have not learned how to 
hight fires of this kind, and under these condi- 
om, hut is it not more important to recog- 
nze the fact that we have not yet learned how 
‘o prevent them? In this type of property, 
how did the fire start? 


The Japanese Catastrophe.—One thing 
may be counted on, and that is that the insur- 
ance business will be profoundly affected by it. 
It wil! affect every dollar invested in it, and a 
decade will nct suffice to clear it up. 

NEW ORLEANS NOTES 

New Orveans, La., September 3—When I 
W. A. 


come to write this reminiscent note of 


Cooke (familiarly and generally known as 
“Bill” Cooke), 1 am moved by a feeling of 


affection for him as a friend, and esteem of 
him as an able, honest, courageous, generous 
and fair-dealing man. 

When I first knew Bill Cooke he was special 
agent of the Imperial Insurance Company of 
England, and as New Orleans was under his 
jurisdiction, he was a frequent visitor to this 
city. He resigned his special agency and estab- 
lished himself in this city as an adjuster of 
lire losses, and his venture was immediately 
and markedly successful. He rapidly forged to 
the head of his profession and the accumulat- 
ing years strengthened his position and made 
it unassailable. 

Bill Cooke was a steadfast and loyal friend 
and of a most generous nature. It is related 
of the great St. Martin that he once divided 
his cloak with a beggar. Bill Cooke would will- 
ingly not only divide his cloak at any time with 
a needy friend, but would unhesitatingly give 
him the whole cloak if his needs required it. 
I have no doubt that when his executor took 
note of the contents of his bank box he found 
many unredeemed I, O. U.’s of friends, whose 
distresses Bill had at various times relieved 
without stopping to consider what sacrifices he 
might have to endure if the obligations were 
not met at maturity. 

But, in the face of the distress in which his 
friend was involved, he was only concerned 
with the present; the future would in some 
way take care of itself. 

Another trait in his character which endeared 
him to those acquainted with it was his unremit- 
ting devotion to his widowed mother. No 
assiduous lover ever lavished more affectionate 
and tender care upon the object of his affections 
than Bill Cocke unceasingly bestowed upon 


her. 

Bill Cooke was the ablest insurance adjuster 
it was ever my fortune to meet. He was a 
man of unimneachable integrity. Scornful of 
conseauences, he inflexibly performed his duty 
as an enlightened conscience pointed it out to 
him, and he possessed in very high degree the 
physical and moral courage requisite to its full 
and faithful discharge. He was extremely fair, 
and an honest claimant always received con- 
siderate treatment and a square deal, but woe 
to the misguided individual who would, to use 
a common but expressive phrase, attempt to slip 
one over on Bill! 

'f course, like all men of strong and decisive 
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nature, Bill Cooke aroused bitter enmities, but 
at the same time made warm and devoted 
friends. In connection with the adjustment of 
some losses growing out of the great cotton 
fire in the early nineties, he incurred the ani- 
mosity of Thomas Sefton, president of the 
Home Insurance Company of New Orleans. 
This deepened into a feeling of rancorous hos- 
tility on the part of Sefton, which found vio- 
lent expression whenever the occasion offered. 
For instance, I recall that Sefton, in having 
the forms printed for the insurance on the First 
Presbyterian Church (to which church he be- 
longed), inserted a provision that in the event 
of loss the company agreed not to ethploy W. 
A. Cooke in its adjustment. 

The New Orleans Item, then owned and 
operated by the notorious Dominick O’Malley 
of unsavory memory, launched a number of 
savage and villainous attacks upon Bill Cooke. 
311 Cooke brought a suit for libel against D. 
C. O'Malley and the City Item Co-operative 
Printing Company. The suit was bitterly fought 
but resulted in a verdict in Bill Cooke’s favor. 
It was appealed to the Supreme Court of the 
State and the finding of the lower court was 
unanimously sustained. Thus this case ter- 
minated in the proper discomfiture of O’Malley 
and his allies and the equally proper triumph 
of Bill Cooke. But despite the enmity of those 
upon whose sensitive toes Bill Cooke had to 
tread in the course of his duty, he flourished, 
numbered his friends by the score, and in dying 
left behind him an unsullied name and an en- 
viable reputation for ability, honesty, courage 
and generosity. 

O’ HAGERTY. 


BOSTON AND VICINITY 

Frederick G. Freiberger, for the past few 
years covering the metropolitan district for 
Kaler, Carney & Liffier, has become associated 
with the Frank Gair Macomber office, where he 
will be snecial agent for the metropolitan dis- 
trict. 

In asuit which Brown Bros. & Co. brought 
for $125,000 against the London and Lanca- 
shire Indemnity Company to recover on a bond 
for $75,000 given by the Green & Hickey 
Leather Company of Shrewsbury, Mass., the 
Supreme Court has decided that the plaintiff 
is entitled to recover $87,320. 

William QO. Richardson, acting Insurance 
Commissioner of Massachusetts, has fixed the 
compensation of Thomas R. Hughes at $375 for 
services as third referee in the claim of the 
Crescent Tanning Company. The insured filed 
a petition under chapter 152, Acts of 1923, 
alleging that the charge of $750 made by Mr. 
Hughes was excessive. 

Governor Cox has announced the appoint- 
ment of ex-Insurance Commissioner Frank H. 
Hardison to serve on a special commission to 
investigate old age and other pensions. 
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A Seventy-Five 
Year Record 


Hewing right to the line of higher 
ethical practice, the Liverpool and 
London and Globe has earned a 
reputation for fair dealing that is 
second to none in the entire in- 
surance world. Not a single obli- 
gation shirked. Not one just claim 
side-stepped or deferred in settle- 
ment. 


A company which can point to 
antecedents of this character holds 
out to the Agents obvious advan- 
tages that translate themselves 
into terms of dollars and cents. 


“[rveRPoon, 
wo LONDON 
” GLOBE, 


Imsuramce Corr: 





Executive Offices: 1 Pershing Square 
Park Avenue at 42nd Street, N. Y. 




















A VALUABLE BOOK 


MARINE INSURANCE 
By Solomon S. Huebner, 


Professor of Insurance and Commerce, Univer= 
sity of Pennsylvania. 


This clearly written and comprehensive work 
treats of 


PRINCIPLES AND PRACTICES IN MARINE 
INSURANCE AND ITS FUNCTIONS; TYPES 
OF UNDERWRITERS AND POLICIES; AN= 
ALYSIS OF CONTRACTS AND PERILS 
COVERED; AVERAGE; LOSSES; 
CARGO AND FREIGHT INSUR= 
ANCE, ETC.—WITH FORMS 


PRICE, $3.00 
THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 

















DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


1923 EDITION 


Shows the premiums and losses for 1922 
SEGREGATED as to class of business for 


EACH STATE and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance 
Total Business (All Classes) 

The statistics relating to Fire Insurance and Total 


Business are subdivided according to classes of com- 
panies as follows: 


STOCK COMPANIES 
MUTUAL COMPANIES 
LLOYDS and INTER=INSURERS 


Totals for 1922 and when possible for four previous 
years follow each division in each State’s record. 
There are also given two 


IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1922 


while the other summarizes the 


TRANSACTIONS OF 38 YEARS 


This valuable book is handsomely bound in leather, 
and should find a place on the desk or in the bag of 
every managing underwriter and special agent. 


PRICE, $20. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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BERKSHIRE LIFE ELECTION 








George H. Tucker Becomes New 


President of Company 
JOHN BARKER VICE-PRESIDENT 


Special Meeting of Directors Fills Vacan- 
cies Caused by Death of William D. 
Wyman—Fred H. Rhodes to Share 
Executive Control 
A special meeting of the directors of the 
Berkshire Life Insurance Company, Pittsfield, 
held at the home office last week, elected George 
H, Tucker, president, to take the place of Wil- 
liam D. Wyman, whose death was announced 
in THE SpectAtor recently. John Barker was 
named vice-president and will take active part 
in the executive control of the company after 

October I. 

Mr. Tucker was a vice-president of the or- 
ganization and has served the Berkshire Life 
in that capacity for some time. His father, the 
late George J. Tucker, was one of the original 
incorporators of the company when it was char- 
tered in 1859 and he himself is the oldest mem- 
ber on the board of directors, having been 
made a director in 1880. Mr. Tucker has had 
much experience in financial and executive en- 
deavors and for thirty years was treasurer of 
Berkshire County in addition to being bank 
president. 

Mr. Barker is a lawyer, the partnership be- 
ing Warner & Barker, but after October 1 he 
will retire from active practice in order to be 
able to put all of his time at the disposal of 
the company. Mr. Barker was graduated from 
Williams College in 1899 and from Harvard 
Law School in 1902. He was successively made 
city clerk and city solicitor at Pittsfield and 
last January he succeeded the late Walter F. 
Hawkins as general counsel of the Berkshire 
Life. His father, prior to his death, had been 
vice-president and general counsel of the com- 
pany for many years. Both through experience 
and sentiment Mr. Tucker and Mr. Barker are 
vitally interested in the affairs of the Berkshire. 

The executive control of the company will, 
it appears, fall upon Mr. Barker and Fred H. 
Rhodes, who was recently made vice-president 
and superintendent of agencies. Mr. Rhodes is 
one of the ablest insurance men in the country 
and for a long time was general agent of the 
company in New York city. The two men 
will be intimately associated in the operations 
of the company and Mr. Rhodes will probably 
go to Pittsfield after October 1, when the new 
oficial personnel appointments become really 
effective. Fred H. Rhodes was born in Penn- 
sylvania and began his insurance career as 
office boy in the agency of English & Furey, 
who were then agents for the Berkshire Life 
in Pittsburgh. 

The new arrangement will give the policy- 
holders of the Berkshire Life an admirable 
trio of executives--Mr. Tucker to handle finan- 
cial matters, Mr. Barker legal affairs and Mr. 
Rhodes the matter of the company’s relations 
with its agents. All three are capable officials 
of sound judgment based on intimate observa- 
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tion and personal experience and the direction 
of the company could not be in better hands. 


LIFE UNDERWRITERS ASSOCIATION 
OF CANADA MEETS 


Program of Big Convention at Montreal 
—Banquet a Feature of Proceedings 
The annual convention of the Life Under- 
writers Association of Canada held at 
the Mount Royal Hotel, Montreal, August 29, 
The program for the proceedings 


was 


30 and 31. 
included a I'rench section whereat the speeches 
were given in that languarge for the benefit of 
the men from the various French-speaking 
provinces. 

A feature of the gathering was the conven- 
Mount 
Royal Hotel rooms, and at which the Premier 
speaker. Other 
Professor B. 


tion banquet which was held in the 


of Quebec appeared as a 
speakers for the evening were 
Sandwell of Queen’s University and T. 
Life of 
Speakers and their topics heard at 


By kK 
B. Macaulay, president of the Sun 
Canada. 
the sessions included: Franklin W. Ganse of 
who dealt 
ance ;’’ Hon. James C. Tory of Montreal, “Our 
Lieutenant-Colonel I. P. Rexford, 
Montreal, “Life Insurance and Estates ;” Man- 
sur B. Oakes of Indianapolis, “Mental Atti- 
tude;” Wm. May., Jr., of Toronto, “The Agent 
and the Agency;” J. A. 
couver, “The Agency and the Agent ;” Andrew 
MacBeth of 
pect) Lists;” E. J. 
“Income Insurance;” J. 


Robinson of 


Boston, with “Program  Insur- 


Business ;” 


Birmingham of Van- 


“Getting Country Pros- 
Montreal, 
Beverly Robinson and 


Regina, 
L’Esperance of 
Duncan Toronto, ‘Business In- 
surance.” 

Speakers during the sessions of the French 
section were Chairman C. C. New 
York Life, Montreal; J. T. Chenard, Manu- 
facturers Life, Quebec; N. R. Beaudet, Con- 
federation Life, Montreal; Horace Lebrecque, 
Canada _ Life, Bouvier, 
Crown Life, Montreal. 


Gauvin, 


Montreal, and Louis 


Aetna Advertising Campaign 

The Attna Affiliated Companies have decided 
upon a national advertising campaign to make 
7Etna better known and the A£tna broad ser- 
vice hetter understood. The basic thought in 
this advertising, which will begin early in the 
fall, will be “tna-ize,” meaning complete pro- 
tection through &tna—complete protection in 
accordance with the individual’s responsibility 
to himself, his family, his business and the com- 
munity; complete protection for the individual’s 
present needs and increasing protection as he 
prospers and as his obligations increase. 


Death of Mrs. G. A. Deitch 
The of Guilford A. Deitch, 
assistant secretary and general counsel of the 
Reserve Loan Life of Indianapolis, will sin- 
cerely sympathize with him in the loss of his 


many friends 


wife, who died a few days ago. 


—The Insurance Law Journal, The Workmen’s 
Compensation Law Journal and Hine’s Book of Forms 
have been. sold by the Hine Publishing Company to 
the Underwriter Printing and Publishing Company 


of New York, publishers of the Weekly Underwriter. 


If 
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PRESIDENT’S SPEECH 


A. E. Lawson Welcomes Delegates to 
Montreal 


OUTLINES WORK OF YEAR 


Opportunities for Selling Life Insurance 
Better Than Ever Before—Survival 
of the Fittest 


Lawson, president of the Life Under- 
Association of Canada, delivered the 
of welcome at the opening of the 
convention of that body in Montreal last week. 
Mr. Lawson described the work of the year, 
paid high tribute to the efforts of J. H. Castle 
Graham, who resigned the position of general 
secretary-treasurer of the association and editor 
of the “News” recently, and went on to tell 
his hearers of the opportunities now awaiting 


A. E. 
writers 
address 


the successful life insurance agent. 

With reference to the labors of the presi- 
dent, Mr. that he had made 
twenty-seven official visits during the year, be- 


Lawson _ said 
sides attending nine congresses, and that a fine 
spirit of unity was in evidence everywhere. 
Touching on the opportunities now before the 
life insurance man, President Lawson said: 


It is true that the trade disruption of the 
last several years caused by the extremely dis- 
turbed state of affairs, chiefly in Europe, has 
had its effect on production. A change for 
the better, however, in important lines of in- 
dustry, is reflected in the business written in 
many quarters showing an increase over the 
corresponding period for the year 1922. The 
fact that business was for the past few years 
harder to write brought into operation the law 
of the survival of the fittest, resulting in a 
purging of the ranks and the adoption of in- 
tensive methods. So much has and is being 
done by our companies in harmony with the 
policy and efforts of the Life Underwriters 
Association to promote selling efficiency that 
it is little wonder that production has been so 
well maintained and that the business of sell- 
ing life insurance enjoys an increasingly en- 
viable reputation. It is not enough for us to 
glory in the past and complacently content our- 
selves with the assurance of respected prophets 
that the growth of our business during the next 
ten years wil! prove unprecedented. 


During his address, Mr. Lawson referred 
to the immigrational advantages of Canada 
and the manner in which this might be con- 
strued as favorable to life insurance salesman- 
ship. Canada, he said, offered a fertile field for 
this line of endeavor and should be developed 
by the men there. In concluding the speaker 
stated : 


Why not make known, for example, the fact 
that less than 14 per cent of the agricultural 
land of the West is under cultivation; that 
Canada has more miles of railway per capita 
than any country in the world; that her unde- 
veloped resources in proportion to population 
doubtless exceed those of any country; that her 
institutions of all kinds are objects of pride, 
and that her laws are just? More producers, 
buyers, and tax payers are our country’s need. 
We as life insurance field men are vitally con- 
cerned about anything that affects the growth 
and prosperity of Canada, and know that if 
we are to pick the plums we must help to cul- 
tivate the tree. 














THE NATION’S HEALTH 





How the Individual by Safeguarding 
His Own Health Can Assist in the 
Welfare of the Nation 


GREAT WORK OF LIFE EXTENSION 
INSTITUTE 


Scientific Research Brought to Bear on 
Everyday Health Problems 

If at any time you have watched the con- 
tinuous movement of some gigantic machine, 
you will have observed that the engineer in 
charge is ever on the alert adjjusting here and 
lubricating there in order to maintain that 
state of perfection necessary to ensure 
smooth running. The owner makes a business 
of having its condition inspected ever so often. 
He wishes to keep track of this and thereby ob- 
tain a 100 per cent driving power. Instead of 
waiting until the machine breaks down he 
watches over it in order to prevent its break- 
ing down. At times he brings in an expert 
to overhaul the machine and put it in order. 
With our human body machine we should do 
the same. In that way only can disease be 
warded off. If we do not call upon the ser- 
vices of an expert occasionally, how can we be 


So 


surprised if a breakdown should unexpectedly 
occur? How can we know that we 
ing with a 100 per cent driving power: 

Each vear a large number of people, through 


are work- 


sheer neglect or guesswork, help to swell the 
great volume of human driftwood. Nowadays, 
persons who understand the ways of health 
physical examinations by 


advocate periodic 


qualified experts. In this way, disease is pre- 


PER CENT OF MEAN POLICIES IN 





FORCE 
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vented. or at least taken in time for early 
and difficult cure. To learn how one 
stands in health is as necessary as to know 


less 


where one stands in business. 

The need for such a visit was brought home 
forecefully at the time of the war, when accord- 
ing to an analysis of defects found in drafted 
men prepared by the office of the Surgeon Gen- 
eral of the United States Army, 82,coo men 
were found to have tuberculosis in an active 
or suspicious form. All but 1200 of this num- 
ber were unqualifiedly rejected from the ser- 
vice. Out of every 1,000 men examined thirty 
were found to have frank or suspected tuber- 
culosis. This meant that from the “flower 
of the land,’ men between the ages of eighteen 
and thirty, 3 per cent had tuberculosis. Such 
a condition is scarcely believable. Yet a pro- 
portionately large number of unsuspected tuber- 
culosis cases were routed out at Framingham, 
Mass., where a tuberculosis health demonstra- 
In 1917, when the 
there 


tion is being carried on. 
Framingham demonstration was begun, 
were twenty-seven known cases of tuberculosis. 
By November, 1918, 215 additional unreported 
cases had been uncovered. For the preceding 
ten years approximately I21 persons per 100,- 
ooo were dying each year of tuberculosis. In 
1921 the to forty per 
100,000. 

Some vears back the Life Extension Insti- 
was the purpose 
placing within the scope of ordinary in- 
the periodical 
physical examination could be obtained. Need- 


number was reduced 


tute established for express 


of 
means 


dividuals whereby a 


less to say such a movement, offering all the 
advantages of modern science, soon met with 


very people 


Ly 


the approval and support of the 


OF TERMINATIONS BY SURRENDER 
COMPANIES, FROM 1903 TO 1922, INCLUSIVE 


AND LAPSE 


T hursday 


it was intended to benefit. Good health can- 
not be reckoned from the standpoint 0} ordi- 
nary dollar value, but one thing is certain, and 
that is the capacity to earn dollars js rapidly 
handicapped when good health no longer exists 
The health of the individual reflects to such 
a great extent upon the health of the nation 
that a person nowadays owes it not only “ 
himself to maintain a healthy mind and body 
but also to his finer sense of patriotism. _ 


Large Group Insurance Written 

New Or.eans, La., August 30.—The largest 
group deal ever closed in Ney 
Orleans as well as in entire gulf section be. 
came effective yesterday when the New Orleans 
Public Service Incorporation placed a group 
policy totaling four and a half millions on four 
thousand employees, dividing the insurance 
equally between the Pan American Life Insyr- 
ance Company of New Orleans and the Metro. 
politan Life of New York. 


insurance 





Charles 0. Hardy on Risk and Risk-Bearing 

A very valuable and essentially comprehen- 
sive book by Charles O. Hardy entitled “Risk 
and Risk-Bearing,” has just been published by 
the University of Chicago Press. The objec- 
tives of this book are two: to ascertain the 
function of business education, and to examine 
the diffuse agencies of commercial training with 
a view to organization and more satisfactory 
division effort. The publication of this 


undoubtedly 


of 


work reveals yet another step 


far as the general progress of 
Tt is a well 


forward, as 
commercial education is concerned. 
bound substantial volume of four hundred pages, 


Price $3.50, postpaid $3.60. 


FOR TWENTY-NINE LIFE INSURANCE 


(Copyright, 1923, by The Spectator Company, New York.) 
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September 6, 1923 


MISSOURI STATE LIFE 





Amplities Message Anent Recent 
Controversy 


DECLARATION OF STAND TAKEN 


E. B. Thurman Denies Telling J. H. York 

That He Did Not Approve Company’s 

Circularization Plan 

In the columns of THE Spectator last week 
was published a letter written by Clinton F. 
Criswell, secretary of the Cleveland Life Un- 
derwriters at Cleveland, Ohio, to Thomas F. 
Lawrence, vice-president of the Missouri State 
Life. That letter contained a sworn statement 
y John H. York, vice-president of the Cleve- 
land Underwriters, to the effect that ‘on or 
about the 7th day of June, 1923, in a conversa- 
tion had with E. B. Thurman, manager of the 
Cleveland, Ohio, office of the Missouri State 
Life Insurance 
and fact the said Thurman stated that he did 
not approve of, or desire, his company to cir- 


Company, in substance 


cularize agents of other companies to place with 
the Missour1 State Life brokerage business.” 
THE Specraror | tele: 


Acting this, 


eraphed to Vice-President Lawrence for his 


upon 


opinion and received in reply a message saying 
that Mr. Lawrence had not yet had the original 


1 


etter of which that published in THe Specta- 


ror was alleged to be a true copy, but would 
vo into the matter at greater length in a second 
dispatch. 

Mr. Lawrence’s subsequent telegram, how- 
ever, arrived at these offices too late for pub- 
Ii It was therefore 
held until now and is given in full below: 


cation in last week’s issue. 


St. Lovis, Mo., August 28.—Answering your 
telegram quoting Cleveland Life Underwriters’ 
letter of August 25 and York affidavit, it is 
strange the original has not reached us, as mail- 
ing time to St. Louis is same as to New York. 

Answering York affidavit, Mr. Thurman as- 
sured me over the telephone to-day he would 
make affidavit that neither on June 7 or any 
ther date had he ever told John H. York or 
imyone else that he did not approve company’s 
plan of circularizing agents or other companies 
for business their own companies would not 
Accept. ‘ 

For about two years Mr. Thurman has been 
in controversy with some of the general agents 
of the 
Association on 


A a e . 
vho are on the board of directors 


Cleveland Life Underwriters 
this matter, and he has repeatedly told me that 
he has told them that he was enthusiastically 
ior the company’s program and that it would 
continue. 

As evidence we have letter from Mr. Thur- 
man, April 18, enclosing list of brokers of 
ther companies to be circularized for plus line 
business; also letter of April 24 from this office 
‘o Thurman on this subject, with Thurman’s 
reply thereon: letter of our 
agency department on July 109, sending to 
Thurman copy of Criswell’s letter of July it 
and asking for any comments: also Thurman’s 


also copy of 


THE SPECTATOR 


letter in reply, dated July 25, which we quote 
fully, as follows: 


On July 19, 1923, your office sent me a copy 
of a letter dated July 11 from Clinton I*. Cris- 
well, secretary of the Cleveland Life Under- 
writers. This letter was in the form of a 
resolution addressed to you asking that you 
discontinue the sending out to the insurance 
men of Cuyahoga County, Ohio, advertisements 
and invitations relative to our company’s solici- 
tation for excess line business. 

The third paragraph of this letter stated that 
I am not in sympathy with such advertising or 
invitation, 

I regret exceedingly that this letter was seuit 
to you without first having been referred to 
me, as the secretary of the association is now 
placed in the embarrassing position of being 
requested to write you again, withdrawing the 
third paragraph from his first letter. 

The Missouri State Life Insurance Com- 
pany. in my opinion, has taken two long strides 
forward, and both are incorporated in this pro- 
gram of agency work, which is receiving so 
much condemnation from other insurance com- 
panies and offices. 

First. the true function of a life insurance 
company is to offer some kind of a contract 
on some kind of a rate to every applicant. This 
is an ideal, of course, which may never be 
reached, but our company at least is striving to 
obtain it in offering life insurance coverage to 
substandard risks. 

Secondly, the men in the field who produce 
business and upon whom the whole fabric of 
this institution rests primarily are entitied to 
and should receive full compensation for their 
work. By this I mean that he should not only 
receive his first year commissions but his re- 
newal interests should be vested and not con- 
tingent upon any specified minimum volume. 

These two things we do, and I approve of 
them without reservation. 

I have been told that the objection most 
frequently raised in Cleveland is that we con- 
tinue to send out notices to insurance men in- 
stead of being satisfied with one announce 
ment. This objection does not seem to me to 
be sincere, as all institutions and business con- 
cerns employ trade journals, magazines, news 
papers, pamphlets and circular letters to tell 
their story over and over again to those who1n 
it is desired to interest. This we have done, 
and | hope we will continue to acquaint the 
insurance men all over this country with the 
service that we have to offer to the insuring 
public, as well as to the men in the field who 
produce the business. 

The only suggestion as to improvement that 
I have ever had or that I now have is that on 
the bottom of each circular or letter should 
be the words, ‘Consult Your General Agent.” 
This, it seems to me, would block the idea 
that this company is trying to unsettle agency 
organization. On this point, however, our 
company has spent thousands of dollars in 
printer’s ink trying to tell the general agents 
of other companies that their men are not sup 
posed to offer us any business that their own 
companies can take. 

I quote from the Insurance Salesman, page 
18, of the June, 1923, issue: “This is not an 
invitation for men of other companies to break 
their present connections to come with this 
company: on the contrary, we urge them to 
give their own companies their loyal and en- 
thusiastic service and all the business that 
their own companies will handle. .Our offer is 
only to serve them on such business as their 
own companies will not handle, our service 
covering surplus life (both standard and sub- 
standard), accident and health, group life and 
group accident, and sickness insurance. We 
feel that we are offering a distinct service io 
the insurance field men, and that in offering 
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to handle substandard life insurance for them 
(that is, business that their own companies 
will not handle) we are rendering a real public 
service.” 

This thought is present in practically all of 
our material that goes to agents of other com- 
panies. Is it a function of a life insurance 
company to offer insurance coverage to risks 
of its own selection, whether standard or sub- 
standard, or both? Is it right for an insurance 
company to pay to the man who produces busi- 
ness full compensation for his work, first year 
commissions, renewal commissions, prizes, 
bonuses and convention trips? Is it a violaticn 
of any of the ethics of this business for a life 
insurance company to tell its own agents what 
its commission contract provides? Is it un- 
professional for an insurance company to tell 
agents of other companies what it has to offer 
to them in the way of territory, contract, com- 
missions, etc. ? 

The answer to these questions is perfectly 
obvious, and I feel that we not only should 
not retract, but that we should take pride in 
our agency program, realizing that we are 
rendering a real public service. I write you at 
length on this subject, as I desire that you 
shall know beyond any question how I feel 
about it. A copy of this letter goes to the 
secretary of the Cleveland Life Underwriters 
Association. 


Mr. Thurman is a man of unquestioned 
standing in the business and life insurance 
world; and as I know Mr. York personally te 
be a gentleman of the highest standing and 
integrity, this question seems to be entirely 
one of misunderstanding. 

T. F. LAWRENCE. 


Plans for Life Insurance Course 

RicHMOND, VA., August 31.—Although no 
definite anncuncements can be given out for 
several days, the committee of the Richmond 
Life Underwriters Association, appointed to 
confer with Dr. H. H. Hibbs, registrar of the 
Richmond Extension Division of the College 
of William and Mary, has been hard at work 
on planning the course of study to be offered 
by the Extension Division this winter in life 
insurance and life insurance salesmanship. The 
college will, as previously announced, offer two 
lectures each week during the two terms, one 
dealing with the fundamentals of life insuvance 
and the other with life insurance salesmanship. 

Invitations will be extended to several prom- 
inent life underwriters in Richmond and nearby 
cities to give the second lecture each week. It 
is sincerely hoped that a prominent life insur- 
ance man from some other city,. possibly the 
officer of some company, can be induced to 
come to Richmond and give the first lecture, 
which will be open to every one in Richmond 
interested in life insurance. 


Death of George B. Peak 

Drs MOoINEs, 30.—Geo. B. 
Peak, president of the Central Life Assurance 
Society of the United States, died last week 
at his home in this city after having collapsed 
the day before while at his desk in his office. 
Acute indigestion is given as the cause of his 
death. He was sixty-six years of age. He is 
survived by his widow, Mrs. Alice Hobbs Peak, 


Towa, August 


one son, George A. Peak, and one daughter, 
Mrs. Vesta Peak Denny. 
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Why Do They Fall Down Here? 








The clients who bought Life Insurance policies from you were far 
-aiimeane enough to realize that importance of providing for the future. 
re 

Yet why do these same clients—so far advanced in the protection 
idea—neglect to insure the very income on which they depend 
today—? 


Perhaps they have not been reminded about this vital link in the 
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Accident policies on the market. 
contract right along with your other lines. 


M. E. Singleton, Pres. 


protection plan. 


These clients who are already half protected will certainly welcome 
the protection for their incomes that Accident Insurance affords. 





We offer you the broadest and most liberal line of unrestricted 
You can sell them under a liberal 


MISSOURI STATE LIFE INSURANCE CO. 


Home Office: St. Louis 
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United Fidelity Salesmen Visit Great 
Northwest 

Those salesmen fortunate enough to qualify 
for the “prize tours” organized by the United 
Fidelity Life of Dallas have been fully com- 
pensated for past efforts by an essentially en- 
joyable trip through Yosemite and Yellowstone 
Park. On one occasion the party scaled Pike's 
Hill before breakfast. Thus it will be observed 
that these intrepid salesmen are equally as good 
at topping hills as they are at scaling the sales 
ladder. In Yellowstone, from Old Faithful to 
Lake, to Canyon and Mammoth, the party was 
dumbfounded in climaxes. Beautiful and in- 
describable scenery, marvelous sunsets and sun- 
rises, winding roads up the mountains, and 
through the canyons, guaranteeing a thrill a 


minute, with swimming, horse-back riding, hik- 
ing and fishing for side amusements, the 
pyramiders were made to realize more and more 
that the Northwest is a world “all its own.” 


Changes in Life Company of Virginia 

RicHMoNp Va., August 31.—The following 
changes and promotions in its industrial de- 
partment are announced by the Life Insurance 
Company of Virginia, Richmond: 

Oscar R. Huskey of Spartanburg, S. C., has 
been promoted from assistant to district man- 
ager and transferred to Anderson, S. C., to 
take charge of the vacancy created by the 
death of J. W. Bolan. The Anderson office has 
been in charge of Traveling Inspector Huxford 
since Mr. Bolan’s demise. 
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Assistant E. L. Roden of Savannah, &, 
has been transferred to Spartanburg, to su 
ceed Mr. Huskey. 





New York University’s Insurance Cours 

The fall term of the life insurance training 
course of New York University will open 
Monday, October 1, and the program of stb 
jects has already been completed. Two hut 
dred students took this course last year. 

The list of topics which will be presented it 
cludes, “Functions of Life Insurance, Practicd 
Methods of Selling Life Insurance, Principle 
of Selling Life Insurance, Selling Talks at 
Interviews, Conferences on Field Work, Fie! 
Work, Life Insurance Principles and Pra 
tice.” 
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Mental Attitude in Selling Life Insurance 


By Mansur B. Oakes, President, Insurance Research and Review Service of Indianapolis 


A general but graphic illustration of the 
value of right mental attitude is found in a 
modernized fable: A dog who had been left 
behind in the chase of a hare came back to his 
friends, who laughed at him. He said, “The 
trouble was that I was only running for a meal, 
while he was running for his life.” Some men 
run for a meal ticket, others for a bank balance. 


A Story 1n Point 

Before I get into specific illustrations, let 
me repeat what is supposed to be a true story 

A boy whose father was blind had developed 
as a star pitcher on the college team. One 
week before the big game of the year he was 
called home on account of the death of his 
father. He promised to return for the game, 
which would be lost without him. He re- 
turned and, with moist eyes, pitched such a 
poor game that the other team got all the 
runs in the first three innings, then his man- 
ner changed and he pitched as he had never 
pitched before. When his fellows in the 
triumphant team gathered around him and 
asked what made the change, he said: “At 
first I could not keep my mind away from Dad 
in the cemetery at home and then the thought 
came to me that Dad himself isn’t in the ceme- 
tery and that for the first time Dad was see- 
ing me pitch a game.” 

Now let me give you some concrete life in- 
surance illustrations of the value of the right 
mental attitude as taken from the actual rec- 
ords of men in the field: One agent, with no 
mention of mental attitude, made his letter 
glow with it when he wrote; “I secured forty 
applications during the month for $127,000 be- 
cause I called to show what life insurance will 
do, instead of calling to apologize.” 

Another wrote: “I had influenza in: Febru- 





Extracts from an address before the Life Under- 
writers Association of Canada at Montreal last week. 


ary, wife was in the hospital in March and 
April, during which time all three children con- 
tracted the whooping cough, which I also took. 
Last month wife had to return to the hospital 
for an operation. Illness expense has run over 
$600, and two months I was quarantined. This 
month so far the tale runs, one check for $262 
returned marked “insufficient funds,’ one note 
for $336 was charged back as “no good” and my 
best agent quit owing me $812—but all this is 
behind, the future is ahead of me.” 

No. You can’t down a man who has the 
right mental attitude. 


ANOTHER EXAMPLE 

And here, I think, is the best illustration of 
what the right mental attitude means to a 
life insurance man that I have ever run into: 
A man in a Northern State went broke in the 
dead of winter. A market condition wiped out 
his business and left him saddled with debts. 
A friend advised him to sell life insurance as 
the one big business into which he cou!d enter 
without capital. 

The first month he tramped from farm to 
farm in snow up to his knees, as his friends 
were among the farmers, and made $2.60—com- 
He realized his lack 
and lack 


mission on a term policy. 
of ability to present his proposition 
of knowledge, but he also felt that there was 
some hidden reason. 

An analysis made clear that one insurmount- 
able obstacle in his case was that he was carry- 
ing only $1000 of insurance for the benefit of 
his family and that whenever a prospect told 
him that he couldn’t afford more insurance than 
he was carrying that the agent believed it and 
was estopped from selling. 

This agent was so poor that he had taken 
his family to live off of—“off of” is correct, off 
of his mother-in-law; but he saw the situation, 
realized that if he should die his creditors would 


15 


lose all and his family would be in dire cir- 
cumstances, so he went out and borrowed the 
money to buy fairly adequate insurance for his 
family, then when prospects said they could 
not afford adequate insurance he felt for them, 
but back of them he saw their needs, saw their 
families and talked with such authority that 
he closed case after case—and, inside uf two 
years he paid off his debts, increased his insur- 
ance and bought and moved into what his wife 


calls their “dream home.” 


Resutts MuttiPry 

The results from a changed mental attitude 
multiply almost beyond belief. One agent got 
a new slant on life, made quick advances and 
at the end of three months the agency publica- 
tion said, “Last month, Mr. W. wrote over 
half as much business as he did during the four 
months before.” . 

Under the stimulus of his new mental atti- 
tude, he went forward at the rate of one full 
week every day as compared with his previous 
mental attitude. His span of life is multiplied 
by six in opportunities and the blessings from 
right living. 

If a right mental attitude means all we de- 
sire, the immediate problem is how to create 
the best mental attitude 


UNDERLYING FUNDAMENTALS 

Like all things of great importance, we find 
the answer in the underlying fundamentals. To 
create the right mental attitude it is necessary 
to extend the scope and make it the right soul 
attitude. The right mental attitude is of a 
divine nature, since it creates and at the same 
time is dependent upon things as they are. 

Physical fitness should help, but poor health 
need not be a hitching post. And physicat 
handicaps one cannot control can be dismissed. 

The right mental attitude must be based upon 








facts if it is going to hold. 
ises lift, but fall flat. 

The time to begin to create the right mental 
attitude is the hour when you can arouse your- 
self to feel the urge. 


“Hot air” prom- 


I do not believe that 
you have to wait for the right moment. 

William Jennings Bryan preached a whole 
sermon on service and success when he said, 
“Whenever the rising sun enters your life, it 
is the time to get up.” 


Reat Power 1n ACTION 

Two negative forces are always at work to 
thwart results from the right mental desires 
One is the desire to hold on to old ways—to 
continue in ruts—to cling to the things we can 
put our hands, on rather than to steer by our 
real senses. This danger is quite akin to the 
danger a whole company of monkeys found 
themselves in down in South America. A man 
bored holes in a quantity of cocoanuts, drained 
out the milk and filled the cocoanuts with rice. 
fe each cocoanut he tied a rope. The monkeys 
came, they stuck in their paws, grabbed the 
rice, but were unable to pull their doubled-up 
paws through the holes. They didn't have 
gumption enough to let go the rice—and were 
captured. 

To have the right mental attitude and not 
to endeavor to make the most of it is to fail 


miserably. James puts this strongly when he 
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says: “Every time you thwart an emotion to 
do something that should be done, you grow 
weaker, less able to attract the right emotions 
and less able to act upon the ones you have.” 

In his statement, he has included the second 
negative force that seeks to destroy the right 
mental attitude—the giving way when the real 
test comes. 


A Basic REQUIREMENT 

Llow to sustain the right mental attitude is 
first a question of getting the right mental 
attitude—see all in a flash—and knowing so 
well that it is the right mental attitude that 
to waiver from it is to sin. 

There are very definite methods that may be 
employed for building up the right mental atti- 
tude. An effective way is to “put first things 
first” and in the handling of each case to re- 
member that what you say to the prospect may 
contribute largely to the fate of the nation, that 
you are dealing with the foundations ou which 
men erect structures—a home maintained and 
children educated to carry out the work of the 
world. An underlying principle to keep in 
mind is that “slacking up” in mental attitude 
entails enormous losses. The express train that 
starts at the same hour as the local draws stead- 
ily away from it, not on account of higher 
spurts of speed—for frequently on the same 
stretch of track the lighter train travels the 


A Forceful Life Insurance Argument 
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Thursday 


faster—but because the express train js not 
handicapped by frequent slow downs, 


Law or DETERMINATION 

Success at the end of an hour or a day or 
a year is affected to a large degree by the man. 
ner in which the law of determination is called 
into play through mental attitude and physical 
fitness. The law of determination does not 
stop in its effects with a proportionate increase 
according to determination. The increase js 
multiplied by a ratio that gains size much after 
the order of a rolling snow-ball. 

The determination to do one thing affects all 
the other things to be done. A determination 
to put in thirty-eight hours a week in the field 
if it is kept not only increases results by so 
many hours but it also increases the per-hour 
value of every hour put in, because the deter- 
mination affects the quality of each call and the 
intensity of each interview. 

The degree of determination very often can 
he measured accurately in percentages as re- 
corded in registering the work of an individual 
agent who had been putting in eighteen hours 
a week in the field and who: determined to 
and did put in thirty-eight hours a week. The 
difference between eighteen hours and thirty- 
cight hours was a difference of a I10 per cent in 
1ours, but a difference of 299 per cent in results, 
Mental attitude is often rewarded in propor- 
tion to the mental ability to “hold on two 
minutes longer.” 


A Bupcetrep LIFE 
\ budgeted life makes it possible to utilize 
the right mental attitude along all lines, makes 
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National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 
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it possible to take life day by day and build 
it into a definite success. 

In the discussion of budgets the other day I 
heard a speaker use Niagara Falls as a force- 
ful illustration. He pointed out the fact that 
the great bulk of water that flows over the 
falls is simply the scenery in a stupendous 
spectacle of nature, but that the little stream 
that is diverted through the narrow canal and 
which passes through the turbines, turns a 
thousand wheels in industry. He made the 
point that it is precisely the same water but 
that it passes through a controlled channel. 

To be a complete success the budgeted life 
must include a program that reaches into 
eternity. The program must have definite soul, 
social and material lines. It must provide for 
definite achievements at definite times. 

The bigger the program and the closer the 
program is followed, the more one gets out 
of life. 

MATERIAL CONDITIONS 

Material conditions are not the controlling 
conditions. It is the easiest thing in the world 
to say that if one were only in a different terri- 
tory or represented another company or had 
a different class of prospects failure would be 
turned to success. This is not true. 

Failure results from mental attitude and per- 
sonal equipment that spells failure. Success re 
sults from the right mental attitude that builds 
the right personal equipment and then uses it 
for a definite success. 

Just as there are agents to-day who complain 
because they have only small town opportuni- 
ties, so there are doctors all over the world who 
are telling what they could do if they only had 
a chance in a large city, but the Mayo brothers 
in the little town of Rochester, Minn., are at- 
tracting patients to them from all cver the 
civilized world because they are equipped to 
render a complete and thorough service, and 
in every community there is an agent who is 
demonstrating that the little crossroads towns 
can be made the center for unlimited produc- 
tion. Out of the little town of Paris, Ky., an 
agent wrote 120 lives in one month recently 
and in the little town of Marysville, Tenn., a 
totally blind agent wrote $01,500 in a period 
of four weeks. 

The mental attitude that says “I will” to a 
definite program, and keeps the promise, plows 


a furrow; the “I will” that is not kept digs 


grave. 


More THan ENTHUSIASM NEEDED 

In a little book called “Man Ajive” the 
author makes very clear the fact that enthu- 
siasm alone is a poor force. He says, “Enthu- 
siasm, without direction, always sees glorious 
advantages around the next corner. And when 
the corner is turned, it sees some advantages 
iround another corner, and scorns to pick up 
the prizes which lie at its feet,’ and follows 
with this: “Enthusiasm is apt to turn the pil- 
erim from obstacles, because he thinks, for- 
sooth, life ought to be so easy that, ‘bi-gosh, 
there should be no obstacles.’ ” 

Rebecca Williams paints a picture of mental 
ittitude in control of a budgeted life in this 
manner : 

“One ship drives east, another drives west, 

\Vhile the self-same breezes blow; 

ris the set of the sail, and not the gale, 

That bids them where to go. 

Like the winds of the sea are the ways of fate 
As we journey along through life; 
‘Tis the set of the soul that decides the goal 

\nd not the calm or the strife.” 


Perhaps the biggest bugaboo, the biggest 
bstacle to success, is the idea that one hasn’t 


time to program life nor to live in a big way. 


WuHuen [car DISAPPEARS 
\ man came to me at a banquet in Chicago 
some two vears ago and, because he knew that 
[ was interested in the results of unseen forces, 


1 


told me this story: He said that for a num- 


ber of years he had heen one of the leading 
producers for his company and had stood right 

the top among the life insurance men in 
\fontana, but that he always side-stepped the 
men whom he thought might know more about 
life insurance and economics than he knew. He 
said that one day he told his wife that he was 
eoing to equip himself, and that he studied sys- 
tematically for four months and then said to 
his wife one evening that he felt that he was 
equipped to handle any life insurance proposi- 
tion and that he was going to try himself the 
next day. 

The next day he got on his pony and rode 
thirty-eight miles up the canyon to call on a 
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man who would never talk life insurance to 
He arrived just as the man was 
He received 


any agent. 
about to start on a fishing trip. 
a cordial invitation to go fishing but said that 
he had come up to talk life insurance and would 
be glad of the opportunity after the man should 
return from the trip that evening, whereupon 
the prospect said, “I welcome you as a man, but- 
I will not talk life insurance to you.” 

The agent replied, “Why not?” And thus 
opened a debate that lasted four hours, at the 
end of which the prospect signed an applica- 
tion and took the agent to see a number of 
nearby friends, with the result that he galloped 
home that night with applications in his pocket 
for $38,000 of insurance. He told me that his 
fear of meeting men passed away that day. I 
was not surprised a year later to see the ap< 
pointment of this agent as superintendent of 
agents for a progressive company. 


MENTAL ATTITUDE CoNTAGIOUS 

When the prospect sees what life insurance 
will do for him and his family as living crea- 
tures, then he gets a mental attitude that can 
be capitalized for his benefit and to the profit 
of the agent. 

To capitalize mental attitude it is necessary 
to be as serious-minded toward your own be- 
liefs upon which your mental attitude is 
founded as was the lone little girl who took 
her umbrella when she went to a meeting to 
pray for rain. 

Mental attitude is contagious. At present, 
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a play is running in New York city in which 
one of the actors took on the form and fea- 
. tures and the mental attitude 01 a cast-om char- 
acter with a cough. The cough had to te taken 
out of the act because it was so natural that 
a large part of the audience fell to coughing 
without knowing it. 


DEFINITE RESULTS 

The right mental attitude can be capitalized 
to overcome seasonal as well as other obstacles. 
In many sections of North America, July is 
the slump month. This year the New York 
Life Insurance Company determined to utilize 
mental attitude to prevent the slump. Lhe 
agency organization was imbued with the idea 
that it could get near-normal results in July 
and each agent accepted a quota for the month; 
1567 of the agents filled their quotas so that 
the total insurance issued by the company in 
July reached the sum of $77,000,000—%10,000,- 
000 better than July, 1920, the previous peak 
July. 

Phrases start trends of thought that control 
the mental attitude of prospects—such phrases 
as “your little daughter,” “your little boy.” 
You can sort them out and use them as guide 
posts. 

AN OpEN Door 

The toughest prospect has a heart that can 
be reached if your soul attitude is right. Not 
long ago, the superintendent of a reformatory 
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Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
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reasons why the name Massachusetts 
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Joseph C. Behan, Supt. of Agencies 











THE. SPECTATOR 


LIFE INSURANCE SECTION 


told me that one day in walking past a cell 
in the solitary confinement section he saw a 
man with a sore on his lip. The superintend- 
ent found him sullen and surly. It took time, 
even, to find that the sore was the result of a 
cut the last time he was shaved. The warden 
sent him some salve and made it a point to 
call on him every two or three days. He got 
his story and sent for the boy’s father. Father 
and son, who had not seen each other for years, 
met in the prison office. They glowered at each 
other until the superintendent’s reference to the 
boy’s dead mother brought tears to the eyes 
of both of them. Then the superintendent 
stepped out—and left the worst man in the 
prison in the embrace of the father who had 


renounced him. 


OpporTUNITY AN OBLIGATION 

We can shut our eyes and minds to facts, 
but the facts live on and produce results that 
register as “failure” or “success.” The rate 
book in the hands of a man is an opportunity 
and every time God gives an opportunity he 
balances it with an obligation. 

If you accept the opportunity to sell life in- 
surance, you accept the obligation to do your 
best in every presentation whether as a full or 
a part-time agent before a thousand dollar 
prospect or one who needs more than the com- 
pany’s limit. 

If your mental attitude is right you can’t 
see anything but the needs of the particular 
prospect and how life insurance can he made 
to serve him. And if your mental attitude is 
right and you are properly equipped to sell, 
each prospect will see through you a picture 
that will make right his mental attitude. 

He will see a plan that began in human 
needs and has developed until now you repre- 
sent one of the three greatest aggregations of 
capital in the world, capital that has been put 
in by men and women under a definite work- 
ing plan whereby the vast sum insures the in- 
dividual plans of each policyholder. 


AssuRED ADVANTAGES 

Life insurance is the only system in the world 
that enables a man to derive assured advan- 
tages—and its sale is open to men and women 
of good health and good morals to the extent 
of the mental attitude that you arouse—for 
with the right mental attitude on your part and 
the part of the prospect, he gets a glorified 
picture of the possibilities, he becomes a hap- 
pier man and under a budgeted life he ex- 
pands in earning capacity. 


Thursday 


Walter F. Meiburg a Director 

At a meeting of the directors of the Guar- 
Life Insurance Company, Davenport, 
Iowa, recently, Walter I. Meiburg, 2ssistant 
secretary and actuary of the company, was 
elected to fill the vacancy on the board causeq 
by the death of Albert Schultz. 

Election to the board of directors comes as 


anty 


a reward of eighteen years of faithful service 
to the Guaranty Life on the part of Mr. Mgj- 
burg. Starting as a clerk he was successively 
appointed to the positions of assistant cashier, 
cashier, actuary and finally secretary. 

“We feel that Mr. Meiburg’s services to the 
place on the board of 
directors,” declares L. J. Dougherty, secretary 


company merits a 


and general manager of the Guaranty Life 
Mr. Meiburg is also active in civic organiza- 
tions. He is a member of the Exchange Club 


and ef the Davenport Advertisers’ Club, 








“You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield $2 Illinois 

















ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


EDMUND P. MELSON, President 


J. DE WITT MILLS, Secretary 
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New San Francisco Company 

(Organized under the mutual assessment law 
of California but planning to operate strictly 
on a legal reserve basis, the Railroad Mens 
\utual Life Insurance Company was licensed 
py the California Insurance Department re- 
cently. As its name indicates, the new com- 
pany plans to specialize in ‘its operations on 
the different crafts of wage-earners engaged in 
railroad work. The majority of its directors 
are railroad men, the members of the board 
being as follows: I. N. Hiboard, E. M. Baker, 
C. J. Bowes, W. Shepard French, John Gernant, 
HL. Kent, E. A. Sprague, A. B. Weiler and 
Dr. David E. Stafford. Of the directors, the 
following are officers of the company: Presi- 
dent, I. N. THibberd; secretary-treasurer, FE. 
\. Baker, and medico, Dr. David E. Stafford. 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,427,860.00 on Deposit with the 
Indiana Insurance Department 


$306,013.31 Surplus Protection to 
Policyholders 
$26,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA,OHIO, ILLINOIS AND MICHIGAN 


Afew top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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“Don’ts” of a Successful Life Insurance 
Salesman 

By Frank H. WittiAMs 

Don't be a street corner salesman. You may 

be able to hold up some prospects who let 

you talk 


them on the street 


corners, but they will not be the better class of 


insurance to 


prospects, as a rule, and if you make a prac- 
tice of street corner selling you will eventually 
get a reputation for loafing instead of working. 
And such a reputation is a mighty bad thing 
for any life insurance salesman. 

Don’t neglect your personal appearance. A 
shabby, shoddy looking insurance salesman con- 
veys to prospects the idea that he is a failure. 
If the salesman is a failure then the natural 
supposition is that the company he represents 
cannot be of the best and so the wisest of the 
prospects he tackles will steer clear of him, 


he is up 


thus increasing the sales resistance 
against. 
Don’t waste a lot of time with the telling 


Stories ¢ 


of funny r maneuvering around for 
openings. In some rare cases it is possible 
that long drawn-out openings are a help in 
selling insurance, but there aren’t enough of 
these cases to make up for the time wasted 
with such openings where there is no real need 
for them. 

Don't be afraid of telling what your work 
is. The most successful life insurance men of 
the day are those who are proud of what they 
are doing and who never apologize for being 
An insurance agent 
who is always apologizing for tackling people 


life insurance salesmen. 


and who is always apologizing for being an in- 
surance agent doesn’t deserve any success and 
very seldom makes any real success. 

Don’t be afraid to try for the large policies. 
It is just as easy in the long run to go after 
a big policy as it is to go after a small policy; 
and it is just as easy, too, to land the big 
one as it is the small one in many instances. 
If you think small your results will be small, 
but if you think big and work big your re- 
sults wil! be big. 

Don’t be eternally making excuses for not 
calling on some particularly tough prospect who 
has gotten your goat. Tackle him at once, try 
your very hardest to sell him and get the dis- 
agreeable task over and out of the way. If 
you will always do this you will gain in sales 


ability and will find fewer and fewer instances 
where the tackling of a prospect seems like an 
insurmountably disagreeable task. 

Hon’t “save” prospects for rainy days. Re- 
member that the big thing in your game is the 
actual writing of the business and that the 
easiest way and the best way to get business 
is to go after and land all the easiest and most 
likely prospects who are to be found. When 
you “save” prospects for a rainy day some- 
one else is likely to come along and grab them 
off before you get around to signing them up. 

Don’t be indifferent to the material sent you 
by the home office or to the things said by your 
sales manager. The home office wouldn’t be 
making the success it is or your sales manager 
wouldn’t be in his position unless they both had 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 


a 


STANDARD LIFE 
INSURANCE CO. 


716 Locust St., 
St. Louis, Mo. 

















LEADS THEM ALL In Its Home State, Except Two—THE METROPOLITAN and NEW YORK LIFE 





___ GEO. GODFREY MOORE 
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SOTA, AND KANSAS. 


Participating plan. 


surance man. 
for years. 








It is gratifying to the officers of our Company to say that in 1922 
only two companies wrote more business in the state of Kansas 
than we did. We also show a greater increase in business in force 
than any other Kansas company. 

WE WANT DISTRICT MANAGERS FOR ARKANSAS, MIS- 
) SOURI, NEBRASKA, OKLAHOMA, IOWA, TEXAS, MINNE- 


WRITE AND SEE WHAT WE HAVE TO OFFER 
Policy contracts that are different. 


Every active officer of our company is an experienced Life In- 
We have been on the firing line with the rate book 
Our business is to help you. 

Better Life Insurance policies are being written—THE NATIONAL 
RESERVE LIFE writes them. 


Non-participating and 
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some real stuff. Remember that it is always 
possible to learn from other people and that 
the people who are most interested in passing 
along things to you which will help you in 
your business are the home office and your 
sales manager. 

Don’t fail to meet as many salesmen in other 
lines as possible. Talk over experiences with 
them and get their slants on things, as in do- 
ing so you will get numerous idezs and pointers 
which you will be able to use to splendid ad- 
vantage in your own business. 

Don’t fail to take out a policy of your own 
in the company you represent. You can’t ex- 
pect other people to have faith in the argu- 
ments you present to them unless you have 
had sufficient faith in your company to take 
out some insurance with that company. 

All of which is presented in the hope that 
it will offer worth-while ideas to other life in- 
surance salesmen. 


Cleveland Life’s Agency Convention 
About forty agents of the Cleveland Life 
Insurance Company attended the Foremost Club 
Convention at the home office of the company 
in Cleveland, Ohio, recently. It found 
that a much broader and more comprehensive 


was 


agency program could be followed by having 
the convention in Cleveland, than by going off 
on a jaunt which would interfere in no smal! 
way with the business sessions. 

At one of the meetings each agent in the 
room was asked to address the meeting for 
not more than two minutes on the subject of 
“My Plans for Next Year.” The wealth of 
information developed in this session made it 
one of the most instructive and valuable ones 
of the entire convention. 

\ddresses were made on the following topics : 

“What Is Expected from the Agent in the 
Selection of Risks.” 

“Medical Facts an Agent Should Know.” 

“Prompt Settlements Make Long Friend 
ships.” 
“Brass Lacks.” 
“Planning for Success.” 
“Why I Chose the 


“Prospecting and Selling in a Large City 


f 


Cleveland. Life 


“Prospecting and Selling in a Town.” 
“Prospecting and Selling in the Country.” 
the Prospect’s Needs.” 

H. Hunt delivered the 


farewell 


“Recognizing 
William 


welcome and the 


President 
address of address, 
and by means of his inimitable style fired the 
convention members with enthusiasm for 1 
profession. 


The 


company’s home office proved to be such a suc- 


. - . aa 7 1 
idea of having the convention at the 


cessful one. 


Connecticut Mutual Life Gains 
The total issued business of the Connecticut 
Mutual Life Company, Hartford, 
for the year 1923, up to the middle of August, 
indicates a gain of more than 22 per cent over 


Insurance 


the corresponding period of 1922 and a gain of 

6 per cent over the same period in 1920. 
$60,=74,053 of life insurance has been issued, 

which is a gain of $10,925.769 over the year 


1922. 
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Life Insurance and Estates 


By Cor. 1. P. Rexrorp, General Manager, Crown Trust Company 


The 


passes into the hands of his executors, is found 


estate of nearly every man, when it 
to possess a greater or less number of worth- 
less stock certificates and bonds beautifully en- 
graved or lithographed with big gold seals, 
which securities often represent a life record 
of the man’s attempt to get a big return by 
taking a chance. In a large estate this is not 
so serious, but in small estates it is sometimes 
almost the only thing left to show the result of 
a lifetime’s attempt to accumulate a competence. 

The amount so invested and lost, if invested 
in life insurance premiums, would have pro- 
duced an estate of real importance. There are 
incidents both numerous and pathetic in the 
daily life of the trust company officer which 
vo to illustrate how far short men fall of at- 
taining their objective. 

No man’s estate is adequately safeguarded 
until he has done two things: 

First.—Made an effective will providing for 
an administration and settlement of his estate 
along well planned and carefully thought-out 
lines—an administration and settlement which 
he knows will best suit the peculiar and in- 
dividual needs of his own dependents. 

lor every estate has to he divided eventually. 
The flaw will do it if the owner does not. 

who alone really knows what 
best 


priv- 


Should the owner, 


plan of settlement and distribution will 


suit his individual case, not exercise the 
ilege of making a will? 

Second-—— Provided for the sure carrying out 
of that plan by naming a competent and expe- 
rienced executor who is sure to be willing and 
one will carry out the dis- 
Should it not 


be someone of his own choosing? 


ible to act. Some 


tribution of every man’s estate. 
If an individual alone is named as executor, 
will he and 


experience 


have the combined knowledge 
and the time necessary and, if he 


has, is he sure to be 


Prudent men are naming a 


alive, always present and 
willing to act? 
trust company as executor, often as co-executor 


with some member of his family, or a close 
business friend. 
Lire INSURANCE AND THE ASSURED 
Life insurance, in my opinion, is the best 


plan available to men of moderate means which 
vill—to the their 
carnings—fulfill their needs with respect to the 
estate. It is 


maximum possibility of 


and conservation of an 


creation 
he only investment plan which creates imme- 


diately an estate for the benefit of dependents 


in the event of early death of the bread win- 
ner. It converts good intentions into value— 
pavable immediately at a certain age or at 


death. For that large group of men—the sala- 
ried men, and they form the great majority— 
whose income is so largely absorbed by neces- 
sary expenses that their reserve fund for the 
future financial protection of their families 
grows slowly, the life insurance plan is in- 
valuable. 

Extracts from an address delivered before the Life 
Underwriters Association of Canada in Montreal last 
week, 
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lor the man of large family and smal] 
earnings, who finds it practically impossible 
during the period his family is growing up and 
heing educated, to create any reserve at alt 
against the future, it guarantees a liberal meas. 
ure of financial assistance in case of death, anq 
it enables him to carry on during that trying 
period with some feeling of justifiable confidence 
that the future will be all right. 

For the young man just starting out as 2 
wage-earner, the life insurance plan supplies 
a compelling incentive to save and accumulate, 
for once a man has taken out a life insurance 
policy and has paid his first premium, he feels 
a pride in its possession, feels he has some. 
thing worth maintaining, and he is determined 
A man in the making oj 
his career may stake all in his own business, 


not to let it lapse. 


may work for years with little return, to gain 
much in the end, if successful. 


SEEN AS AN OBLIGATION 

Life insurance is an obligation one need not 
hesitate to assume and it creates an incentive 
to save. Itvery time the premium comes due, 
there is that gentle reminder that one is build- 
ing up an estate, adding to his earnings, accu- 
mulating something well-worth while and as 
cach premium is paid it becomes more val- 
premium he- 
comes easy, a habit—the habit of saving has 


uable. Soon the paying of the 


been acquired, almost involuntarily, and the 
habit of and ability to save systematically and 
regularly is the most valuable habit leading 
towards the goal of success. 

[ know of no better gift that a father could 


give his son when first starting on his business 








Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail Selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effectivein bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 


Make this collection of sales letters a 
part of your selling plan. Write for book- 
let11-A aow 


WILLIAM S. HULL 
Direct-.Mail Sales Service 
“MADISON, CONNECTICUT 
















Septen 


Our 








R 


See | 


Nat 


In 
66 Br 


lursday 


d smalf 
1POssible 
> UP and 
e at alf 
al meas- 
ath, and 
it trying 
nfidence 


ut as a 
supplies 
‘umulate, 
nsurance 
he feels 
aS SOme- 
termined 
aking of 
business, 
, to gain 


need not 
incentive 
mes due, 
is build- 
9S, accll- 
- and as 
lore val- 
nium be- 
ving has 
and _ the 
cally and 
t leading 


her could 
> business 





September 0, 1923 





BUILD 
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under our direct 
general agency 
contract. 


Our policies provide fors 


Double Indemnity 





Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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career than to pay for him the first year’s 
premium on a life insurance policy and then 
leave it to the son to save and keep it alive. 

I believe that the wisest, most logical method 
of creating an estate and the one most within 
the reach of the average man, as well as the 
one most likely to prove successful in the long 
run, is for one to purchase a policy of life 
insurance for an amount which won't be too 
easy to carry and pay for, and thereby create 
an obligation to pay, which if lived up to will 
with 


gradually create an independent estate, 


the immediate advantage of the face value 
of the policy being paid to one’s dependents in 
the event of unexpected death. 

There are other plans of saving that will 


work if persisted in regularly and faithfully 
if the man lives long enough, but under no other 
plan is an estate of substantial value created, 
payable immediately in the event of death, and 
under no other plan is there the regular and 
systematic incentive to save caused by the an- 
nual recurrence of premium payments. 

The fact that men of average means succeed 
better in saving under the life insurance plan 
than under any of all the other methods that 
may be available is illustrated by the fact that 
in the richest country in the world it is said 
that of all the property left in estates at death, 
$87 out of every $100 is in the form of pro- 
ceeds of life insurance policies. There may 
still be seme men who feel that life insurance 
is a scheme by which a man lives poor all his 
life, so that he may die rich, but such men 
ignore the facts. 

Men carrying ample life insurance go about 
their duties easier in mind and with a feeling 
of confidence built upon a safe foundation. Con- 
fidence is the mainspring of business. So with 
the man amply protected by 
no matter what 


the individual 
life insurance—knowing that 
may happen to him his family will be provided 
for financially—such a man has a mind free 
from worry, free to think and plan, and free 
to grasp and make the most of every oppor- 
tunity offering a step towards real success. 

Then, again, the man who can show he is 
carrying ample life insurance is a more favored 
borrower at the bank, can more easily obtain 
liberal consideration when applying for a mort- 
and is more acceptable as a partner in 
A lender is favorably 


gage, 
any important business. 
influenced by the knowledge that the prospective 


borrower is carrying ample life insurance. 


Many ADVANTAGES 

The man who takes out life insurance need 
not die to win. The protection offered to de- 
pendents in case of early death is perhaps the 
most important argument to be used in favor 
of life insurance, but there are many other ad- 
vantages and the man who lives also wins. He 
has a gradually increasing estate in the form 
of his policies. He may, in case of emergency, 
borrow against them at a moderate rate of 


interest. He may, if disaster overtake him 
and he cannot continue paying the premiums, 
arrange a loan on his policies, arrange ex- 
tended insurance for a period of years with- 


out being required to pay further premiums, 
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or he may surrender his policies for spot cash. 
In later life, 
policies is large enough, he may cash in to ad- 


when the reserve under his 
vantage, buy an annuity, or make any one of 
several other arrangements for his comfort and 
well-being during his declining years—the pro- 
tection feature having served its purpose dur- 
ing the time he was building up his estate, and 
his family was growing up and being educated 
before reaching the time when they would be- 
come self-supporting. 


LirE INSURANCE WHEN PAtp 
No part of a man’s affairs perhaps so in- 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, Ill. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $3,250,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 


territory write today 


AGENCY DEPARTMENT 

















timately concerns him and his heirs as the 
nature and condition of the estate he leaves 
at death. What part does life insurance play 
in this connection? The average young family 
man, called prematurely by death, if he leaves 
any estate at all, will likely leave practically 
nothing in addition to life insurance. For the 
heirs of such a man the life insurance is like 
a fence separating them from need and possible 
disaster. 

For the man of middle age, who has man- 
aged to accumulate an estate of moderate 
amount, his life insurance policies form possibly 
the best asset he leaves. For, next to Govern- 
ment bonds, life insurance perhaps ranks as 
the highest class of asset a man may leave to 
his heirs. It is payable immediately at its full- 
face value, regardless of conditions of the mar- 
ket. It is easily collectible, and it can be paid 
only to those for whom it is intended. It can- 
not be stolen and it cannot disappear, as might 
happen in the case of bearer bonds. It may be 
used partly to pay off a mortgage on his house; 
to pay succession duties; to pay a loan at the 
bank; or to meet miscellaneous liabilities. It 
provides ready cash for many needs to tide 
over until the time when the rest of the assets 
may be liquidated advantageously under favor- 
able conditions. 

For the man of wealth, life insurance, as 
part of his estate in the hands of his executors, 
plays a part of maximum importance. 

During the early stages of the settlement of 
any large estate considerable sums of ready 
money are required to pay succession duties, 
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loans, and current liabilities as well as to meet 
living expenses of his family during the interval 
which must elapse between date of death and 
the time the estate is in running order. As no 
distribution of the assets of an estate can prop- 
erly be made until debts are paid or adequately 
provided for, the possession of immediate cash, 
such as can be secured from life insurance with- 
out suffering loss, which sometimes results from 
the necessity of realizing on some securities in 
order to secure the necessary cash, often proves 
of very great value in large estates. 

The most disastrous thing that could happen 
to many estates would be to be forced to 
liquidate all or part of the assets immediately. 
Frequently an estate may consist almost entirely 
of a running business, or the controlling inter- 
est in a business, or an interest in a partnership, 
or stocks or bonds for which there is not a 
ready market, or the estate may hold valuable 
real estate which cannot be sold immediately. 
Under such conditions, a liberal amount of life 
insurance, payable in cash, proves of immense 
value. 

REASONS FOR INSURING 

No one carries life insurance so that his wife 
and children or other dependents may receive 
a large sum of money a week or two after his 
death. One carries life insurance so that he 
himself, or his dependents, may have the neces- 
sities and comforts of life for many years. 

The proceeds of life insurance carried are 
frequently paid to the widow in cash. She per- 
haps has had no business experience and knows 
little or nothing of investments. Particularly 


Thursday’ 


at the time of her heavy Sorrow, she is no 
qualified to wisely deal with the important ques. 
tion of making a safe and profitable investmen; 
of her funds. It seems to me that it is re 
plain to be argued that a widow Unprotected 
untrained and inexperienced should not have 
thrust ‘upon her the responsibility of handling 
and investing considerable sums of money, [f 
you want to know what kind of investments are 
offered to a widow put an advertisement in 
the paper that you are a widow and hare 
ten thousand dollars to invest. The results 
would be interesting. 

Her husband’s death is, at least to some eX. 
tent, a matter of public knowledge. There wil 
be many ready to assist her in making her 
choice of investments. There will be th 
“friend of the family,” honestly trying to help 
but totally unqualified to give sound advice on 
investment matters. Other offers of assistance 
may come from that all too numerous class 
of stock salesmen and promoters who have 
developed to the highest pitch their ability to 
sell fraudulent and worthless securities and 
have had no time left to develop their honesty 
or their sympathy. 

Taking out life insurance doesn’t make a 
man die any sooner, nor does making a prop- 
erly thought-out will hasten death. Ample life 
insurance and a properly planned will to con- 
trol and administer the funds are two of the 
greatest possible blessings to any widow and 
her family that can be of assistance at the 
time the bread winner has been removed by 
death. 











se METTTTC ELTA 





LIFE 











Established 1899 








PRESIDENT 





TTT NNT 


AMERICAN 
CENTRAL 


Insurance Co. 


INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 





Home Office 























HELPING THE MAN 
WITH THE RATE BOOK 


LEADS—real, live, business-getting leads on the 
right kind of prospects—are supplied to 
Guardian Agents and help them save time 
and increase their production. 


This is only a part of The Guardian’s broad 
program of Agency cooperation. 
to know the whole story of what this Company 
is doing for its field men, address: 


T. LOUIS HANSEN, or 
Vice-President 


The Guardian 
Life Insurance Company 


Established 1860 under the Laws of the State of New York 


If you want | 


GEO. L. HUNT, 
Supt. of Agencies 


OF AMERICA 


50 Union Square, New York 
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National Fraternal Congress 


(Continued from page 4) 
sponsibilities of high office that the largest 
possible good may come to all the people of 
our great nation and that our nation may find 
ways of service looking to the peace and pros- 
perity of the world. 


Other resolutions offered and adopted were 
one in appreciation of the work of Harry Wade 
as president of the Congress; one thanking all 
officials who helped make the meeting a suc- 
cess, and a resolution relating to the question 
of relief work in the Near East whose text was 
worded as follows: 


WHEREAS, The National Fraternal Con- 
gress of America has at each annual meeting 
during the past three years, endorsed the relief 
work being carried on by the Near East Relief, 
and now recognizes the immediate and com- 
pelling need in the Near East which has in- 
creased and multiplied by the continuous ex- 
pulsions of Christians from Asia Minor ; and 

WHEREAS, We appreciate the value of the 
international reconstruction program which is 
being carried on by Near East Relief both in 
its ministry of relief and in the excellent work 
of its orphanages, where the children are being 
educated in a Christian atmosphere and trained 
in self-support to become the nucleus of the 
Near East. Therefore, be it 

RESOLVED, 1—That we do hereby renew 
our endorsement of the Near East Relief and 
its present constructive program; 

2—That we approve the co-operation that the 
local bodies of the constituent societies of this 
congress have given the Near East Relief and 
recommend a continued interest as long as 
assistance is required. 

A list of the delegates present included the 
following : 

Charles Duquette, president; F. A. Labelle, 
secretary; Dr. Theo. Cypithot, chief medical 
examiner; FE. H. Goclin, general counsel; 
Francis ['anteaux, editor; E. L. Patenaude, 
delegate, Alliance Nationale, Montreal, Quebec. 

John J. Lentz, president; Dr. George W. 
Hoglan, secretary; Dr. W. J. Means, chief 
medical examiner; John D. Karns, general 
counsel; Marie W. Vandegrift, editor; C. C. 
Hollenback and Harry T. Wolfe, delegates, 
American Insurance Union. 

John R. Frazer, delegate, American Order 
of United Workmen, Supreme Lodge, Fargo, 
N. D.; president, J. B. Collie; secretary, Dr. 
Theo. Freedman; chief medical examiner, D. 
G. Beauchamp; general counsel, Mrs. Florence 
O. Fraser, delegate, Ancient Order of United 
Workmen of Connecticut, New Haven. 

Harry M. Nichols, president; Roger E. Dick- 
inson, secretary; Dr. Frank H. Wheeler, chief 
medical examiner; John E, Fahey, general coun- 
sel, Ancient Order of United Workmen of 
Connecticut, New Haven. 

Wm. T. Eldridge, delegate, Ancient Order 
of United Workmen of Massachusetts, Boston. 

Chas. H. Grakelow, president; Allen P. Cox, 
secretary; Dr. William N. Bradley, chief med- 
ical examiner; Joseph T. Taylor, general coun- 
sel; Edwin N. Mayor, editor, Artisans Order 
of Mutual Protection, Philadelphia, Pa. 

J. W. Parsons, president; S. A. Oscar, secre- 
tary; Dr. E. L. Mason, chief medical examiner ; 
E. A. Myers, general counsel; R. L. Blodgett, 
editor; H. W. Adams, C. J. Gibson, Chas E. 
Brooks, delegates, Beavers Reserve Fund Fra- 
ternity, Madison, Wis. 

George N. Frink, president; W. E. Davy, 
secretary; Dr. E. B. Mountain, chief medical 
examiner; H. W. Pitkin, general counsel; H. 
C. Evans, editor; W. W. Bryant, W. R. Shirley, 
Clarence L. Vrooman, S. E. Wilson, A. N. 
Farmer, delegates, Brotherhood of American 
Yeomen, Des Moines, Iowa. 


Health and Accident Conference 
(Continued from page 3) 

Stewart Coulter, deputy Commissioner of In- 
diana, was called upon for a few words. Mr. 
Coulter spoke over-emphasis 
of the principal sum of an accident policy, be- 
lieving that many purchasers buy with the 
investment features in mind rather than the pro- 
tective features. He also mentioned some of 
the evils attending the immediate payment of 
the policy fee to the agent. 

Des Moines 


briefly on the 


Elmer Loucks of was called 


upon and spoke very briefly. 

H. G. Roger, president of the Great North- 
ern Life Insurance Company, reported for the 
committee on Riders, Eliminations and Can- 
cellations. The committee sent out a ques- 
tionnaire containing a complete set of queries 
as to recent developments along these lines 
and the underwriting experience resultant there- 
on. The report aroused considerable discus- 
sion and there were many suggestions offered. 

The third sessicn of the meeting of the Health 
and Accident Underwriters Conference was 
called to order by President E. C. Budlong at 


ten o'clock. 





Health and Accident Under-= 
writers’ Elections 


President 
E. C. Budlong, vice-president, 
Bankers Accident Company, 


Des Moines, Iowa. 
Ist Vice-President 
Ben S. Haughton, International 
Travelers Association, Dallas, 
Tex. 
2nd Vice-President 
T. L. Thompson, general manager, 
National Life and Accident In- 
surance Company. 
Secretary 
L. J. Theringer, Old Line Life In- 


surance Company, Milwaukee. 











The delegates to the Health and Accident 
\'nderwriters Conference broke up last Satur- 
day in dissension, which is likely to end in the 
withdrawal of between twenty-five and thirty 
of the members and the subsequent formation 
of a new organization. C. H. Boyer is the 
leading spirit of the movement in favor of the 
new organization. Mr. Boyer does not believe 
that the old organization has been fairly con- 
ducted and states that he has attended his last 


conference meeting. 


Death of Allen S. Hathaway 

The death is announced of Allen S. Hath- 
away, secretary of the Northwestern Mutual 
Life Insurance Company of Milwaukee. Mr. 
Hathaway began his service with the company 
as clerk in the collection division in 1886. He 
was placed in charge of the division in 1890, 
and was appointed assistant secretary in 1905. 
He was appointed to the position of secretary 
in July, 1906. 
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Casualty and Surety Underwriters and 
Agents’ Program 

The program for the meetings of the International 
Association of Casualty & Surety Underwriters and 
the National Association of Casualty & Surety Agents 
has now been prepared. The conventions will be held 
at the French Lick Springs Hotel, French Lick, Ind., 
Tuesday, September 13 to Thursday, September 20, 
inclusive. 

TUESDAY, SEPTEMBER 18 

On Tuesday morning, September 18, at 10 o'clock, 
the two associations will hold a joint meeting, presided 
over by the president of the international association. 
The programme for this meeting is as follows: 

Address of Welcome—Hon. Warren T. McCray, 
Governor of Indiana, 

Address—Samuel_ M. | Ralston, 
Indiana. General discussion, ’ 2 

Address—Clarence W. Hobb, special representative, 
National Convention of Insurance Commissioners: 
“Function of the National Council on Compensation 
Insurance.” General discussion. 

Address—Hon, Thomas _§S. McMurray, Jr., Com- 
missioner of Insurance of Indiana. General discussion. 
_ Address—Hon. Francis Russell Stoddard, Jr., Super- 
intendent of Insurance of the State of New York. 
General discussion, 

Preliminary report of the Joint Entertainment Com- 
mittee; Spencer Welton, chairman, 

Adjournment. ; 

The golf programme for Tuesday will be as follows: 

10 A. M.—Women’s Golf Tournament, Qualifying 
round, 18 holes, medal play, Valley course. Prize for 
low gross and low net score. 

1 P. M.—Men’s Golf Tournament. Qualifying round, 
18 holes, medal play. Prize for winner and runner-up 
for low net and low gross score. 

Progressive auction bridge acquaintance party for 
the ladies, 3:30 to 5:30 o’clock. 

On Tuesday evening there will be informal dancing. 


WEDNESDAY, SEPTEMBER 19 

The two associations will again meet in joint session 
at 10 o’clock Wednesday morning, the president of the 
national association presiding, with the following pro- 
gramme: 

Greetings from the National Association of Insurance 
Agents, Frank R. Bell, president. 

Subjects for discussion: 

1. What has been the effect of the acquisition cost 
rules? 

2. Is the time ripe for accuisition cost rules in the 
surety and the accident and health business, and what 
should be the nature of such rules? 

3. The flat cancellation evil and what should be done 
to prevent it. 

4. What is needed to improve the condition of the 
automobile business? The burglary business? 

5. What has the Casualty Information Clearing 
House done for us and what additional help can it 
render ?—George E. Turner, counsel Casualty Informa- 
tion Clearing House. i 

6. The political phase of our business. 

Announcement of committee appointments by the 
president of the International Association, A. Duncan 
Reid, and by the president of the National Association, 
Thomas E. Braniff. 

Adjournment. 


THURSDAY, SEPTEMBER 20 

The International Association will hold a_ separate 
session at 10 o’clock, President A. Duncan Reid pre- 
siding. The programme follows: 

Roll call and record of representatives (preliminary 
report of committee on registration, John M. Parker, 
Jr., chairman). Address by the president, A. Duncan 
Reid, ‘‘Workmen’s Compensation Situation in Ohio.” 
Address, Hon. Joseph R. Gardner, Ohio State Senator. 
General discussion. 

Report of the 
Jones. ; 

Reports of the auditing committee, John M. Parker, 
Jr., chairman. 

Report of the 
Flynn, chairman. 

Final report of committee on registration, John M. 
Parker, Jr., chairman. Reports of committees on 
resolutions and on nominations. Election of officers 
and standing committees. Unfinished business. New 
business. Adjournment sine die. 

On Thursday morning at 10 o’clock, the National 
Association will hold a separate session, the programme 
for which, following the roll call and reading of 
minutes, is as follows: 

Report of Secretary-Treasurer-—Charles W. Olson. 

Report of the Auditing Committee by its Chairman— 
Fred Y. Coffin. 

Address by President—Thomas E, Braniff. 

Open discussions. 

Report of Executive Committee by its Chairman— 
George D. Webb. 

Address: ‘‘Workmen’s Compensation Situation in 
Ohio’”’—Hon. Frank B. Burch, Ohio State Senator. 

Address—James F. Ramsey, ex-Insurance Commis- 
sioner of Kentucky. 

Address—Jesse S. Phillips, general manager, Na- 
tional Bureau of Casualty & Surety Underwriters. 

Report of the Committee on Resolutions. 

Report of Committee on Nominations. 

Election of Officers. 

Unfinished Business. 

New Business. 

Adjournment sine die. 


Senator-elect of 


secretary-treasurer, F. Robertson 


blanks, Benedict D,. 


committee on 
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Mutual Life 1923 Dividends | | 
, o DE 
The Mutual Life Insurance Company of 
New York was the first American legal reserve 
life insurance company to pay cash dividends. Secret 
For more than seventy-five years it has con- Ind 
sistently made dividend returns to _policy- 
holders, and, except for an occasional slight = 
decrease in schedule, has maintained an up- Life | 
ward trend in its returns. anti 
In 1922 the Company paid in dividends to as 
policyholders $30,046,105. Wea 
Its dividend scale for 1923 was increased ae 
from 7 to 10% (according to plan and age), pantie 
and it has set aside for 1923 dividends to of ins 
policyholders $32,832,839, equaling about was 1 
34% of the amount of 1922 premium receipts. ps 
discha 
For terms to producing Agents address bo 
tem, 
The Mutual Life Insurance Co. _ 
of New York _ 
34 Nassau Street, New York from 
the s 
Harv 
e siaieeeaiaiaiaainietiaiaaaiie saad ———— We 
cally 
have 
PHILADELPHIA LIFE ioe 
INSURANCE COMPANY = 
ng 
whicl 
; relati 
Home Office Building In 
111 NORTH BROAD STREET point 
PHILADELPHIA, PA. chee 
realit 
; s President - 
. incre 
Union Central Building CLIFTON MALONEY pea 
; instit 
Ten Thousand Leads in One Month Only high-type men and women can ob- its a 
tain contract to represent this company. a 
“Itis the cooperation which I have had from the Union rs 
sntral and its Officers ‘ yinds and ties > tc > there 
eet its Officers that bin ind ties me to the For salesmen and saleswomen of such type oper 
rein . we have an interesting contract to offer, eis 
[his is only one of the many expressions of ap- backed by real co-operation pie 
preciation from our Agents—10,000 leads in one month i P sae a set 
were paul wits ane circular alone—Such ‘“’Team- JACKSON MALONEY sos 
work”’ insures success to Union Central Agents. . " with 
Vice-President Sia 
For Agency relations write the Home Office - 
A. MOSELEY HOPKINS vt 
° . M f . eH 
The Union Central Life Insurance Co. ne oe See to 








Cincinnati, Ohio. 
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CONTRACT PLUS STATUS 





R. E. Weaverling Addresses Health 
and Accident Underwriters’ 
Conference 





DEVELOPMENT OF AGREEMENTS 
SHOWN 





Secretary of Lincoln Life Traces Rise of 
Individual Rights and Duties—Law 
Courts Trying for Equitable 

Results 

R. E. Weaverling, secretary of the Lincoln 
Life Company, Lincoln, Neb., addressed the 
meeting of the Health and Accident Under- 
writers Conference at Mackinac Island, Mich., 
on the subject of “Contract Plus Status.” Mr. 
Weaverling traced the transition of authority 
from the parent as head of the family to the 
individual as arbitrator of his own destiny and 
showed the effect this had had on the placing 
of insurance business. The individual, he said, 
was now responsible for his own welfare as 
well as that of his dependents and could only 
discharge this responsibility by adequate in- 
surance. 

Sneaking of the present-day industrial sys- 
tem, Mr. know of no 
single line of activity that is more affected by 


Weaverling said: “T 


this industrialization of America than the in- 
surance field.” Continuing with his address 
and showing that there was a tendency to revert 
from the idea of contract to the idea of status, 
Dean of 


Harvard Law School, to the following effect: 


the speaker quoted Roscoe Pound, 


We have taken the law of insurance practi- 
cally out of the category of contract, and we 
have established that the duties of public ser- 
vice companies are not contractual, as the nine- 
teenth century sought to make them, but are 
instead relational; that they do not flow from 
agreements which the public servant may make 
as he chooses; they flow from the calling in 
which he has engaged in, and his consequent 
relation to the public. 


remarks, Mr. Weaverling 
pointed to the fact that while it seemed that 


In closing his 


ourts were deciding cases against the insur- 
ance companies with too great frequency, in 
reality they were trying to fashion broad ani 
straight channels in which to carry the eve:- 
increasing stream of insurance business. The 
speaker then praised the efforts of the Health 
and Accident Underwriters’ Conference in the 
institution of insurance and, with reference to 
its accomplishments, said: 


I would classify these under three general 


heads. Virst, through a conference such as this, 
there is developing a spirit of unity and co 
Operation hetween its various members that 
manifests itself in the willingness of those re- 
sponsible for the policy of each company 

conduct business along ethical lines. Second, 
a serious effort to properly train our field repre- 
sentatives, upon whose words the prospective 
Duver of our insurance largely relies in parting 
with his money. Several members of this con- 
terence have developed this training school idea 
with great success and the eyes of insurance 
people everywhere are watching the results 
attained. Third, the elimination of the too 
limited policy, that permits an unworthy agent 
to impose upon the credulous and in turn cre- 





ates a spirit of greed in the mind of the pros- 
pect. Finally, I believe the time will come 
when companies banded together like we are, 
will have the necessary composite experience 
so that a standardized contract, similar to fire 
insurance policies, will be offered to the public. 
I do not think this should be considered for 
some time, inasmuch as this branch of the cas- 
ualty work is largely experimental and the 
different companies should have an opportunity 
to test out ideas that seem to have merit in 
the melting pot of experience. In this way, 
the form of policy finally arrived at will be 
the very best that human experience can dictate. 


FIDELITY AND DEPOSIT PAYS 
BLANKET BOND 
Company to Make Good Shortage of $75,- 
000 in Bank Funds—Cashier Held 
Responsible 
St. Louris, Mo., August 31.—The Fidelity 
Maryland has in- 
formed State Commissioner of Finance Mills- 
paugh that it will pay in full the $75,000 
blanket bond on the Night and Day Bank of 
St. Louis which closed its doors in January, 


and Deposit Company of 


1922. when it was discovered that the cashier, 
A. O. Meininger, was short several hundred 


thousands in his accounts. Meininger was 
subsequently convicted by a jury in Union, Mo. 
Mr. Millspaugh is also endeavoring to collect 
a $50,000 surety bond on Former Bank Ex: 
aminer Ross, who is alleged to have embezzled 
funds of the closed bank while acting as its 
receiver, and also $147,000 in insurance on 
several barges owned by Meyer Katz which 
were lost at sea. Katz turned the policies over 
to Mr. Millspaugh in settlement of claims of 
the bank against him for loans received from 
Meininger. a 
The Kidnapper’s Policy 

The amount of publicity recently given to 
certain cases of kidnapping has aroused much 
The policy of the 
apparently to kidnap, but then 


interest in insurance circles. 
kidnapper is 
comes the question as to where is the insurance 
policy that can cope with the kidnapper? <A 
insurance man being ques- 


well-known upon 


tioned, after much puckering of the brow, 
thought that a policy embracing larceny might 
cover it. 

The definition of larceny, according to crim 
inal law, embraces the wrongful and fraudulent 
taking away by one person of the personal 
goods of another from any place, with feloni- 
ous intent, the felonious taking and carrying 
away of the personal goods of another, and the 


unlawful taking and carrying away of things 


personal with intent to deprive the right owner 
of the same. 

\ll things considered, however, it has been 
suggested that even if a claim were made, 


numerous difficulties would have to he sur- 
mounted before the 
up, if ever. Another official suggested that the 


risk could be covered by a rider, in the same 


insurance company paid 


manner as in connection with other subsidiary 
lines. The final suggestion, however, was for 
a special kidnapper’s policy, it being pointed 
out that the principal sum paid under the policy 
would be for research and publicity work only, 
and not an amount paid for compensation in the 
sense of the word. 
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REV. PRESSLEY E. ZARTMANN 
American Insurance Union Mourns Loss of 
Vice-President 

Pressley E. Zartmann, national vice- 
president of the American Insurance Union, 
Columbus, whose death was announced in THE 
SPECTATOR last week, died on August 19 in a 
Dayton, Ohio, hospital after an illness of six 
The funeral was held on Wednesday, 
August 22, at Walnut Hills Church, Dayton, 
Ohio. The board of directors of the Ameri- 
can Insurance Union, Columbus, Ohio, attended 
in a body, and as one of the last requests of 
Rev. Zartmannr, Hon. John J. Lentz, resident, 
delivered an oration. 

Rev. Zartmann was born in Perry county, 
Ohio, near Glenford, February 19, 1865. He 
was a speaker of unusual ability and an organ- 
izer of the highest degree, having built Wal- 


Rev. 


weeks. 





ZARTMANN 


Rev. Presstey E. 
Late Vice-President, American Insurance Union 
nut Hills Church, Dayton, Ohio, through his 
own efforts. Some twenty years ago he be- 
gan this great work with the assistance of a 
He was 
pastor of this church for a nu:nber of years, 


few of his friends and neighbors. 
also pastor of Shiloh Springs Church, Dayton, 
Ohio, for a year, resigring several years ago 
to devote his entire time to the work of the 


vice-presidency of the American Insurance 
Union. 
) 


On August 4, 1896, Rev. Zartmann took out 
his first insurance policy in the American In- 
Union and since that date 4as been 
an active worker in behalf of this society. He 
Was, a universal favorite throughout the whole 
afrection of the entire 


surance 


rganization and the 





( 
membership was his. 

A sincere fraternalist, ever working for the 
Rev. Zartmann 
was widely known as an active and effective 


advancement of fraternalism, 
speaker, both in church and fraternal affairs 
and will be mourned by a host of friends. 
Rey. Zartmann is survived by his widow, 
Mrs. Lizzie Ftta Zartmann, and two daughters. 


—Under the title “Etude sur la Reassurance,’’ 
Joseph Gobert, of Brussels, has issued a book of 230 
advantages, dangers and 


reinsurance. The book is 


pages dealing with the 
economic 


printed in the French language. 


importance of 
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WILLIAM ALEXANDER’S 


EDUCATIONAL SERIES OF 
FIVE VOLUMES ON 


LIFE INSURANCE 


i. 


What Life Insurance Is and What It Does 


Practice may teach the agent how to sell insur- 
ance, but there are certain truths that cannot be 
gathered while doing field work. But they are 
essential to success. They are the foundation 
principles on which all sound life insurance rests, 
and which give it the “‘strength of the everlasting 
hills.” This book explains these basic facts. 
They are essential to the successful salesman (1) 
because familiarity with them gives him unbound- 
ed courage, and (2) because they enable him to 
advocate his cause with convincing force. 


How To Sell Insurance 


The chief aim of this book, as the title indicates, 
is to teach the inexperienced agent how to do his 
work, and bui'd up a remunerative business. 
While it is intended primarily for the new agent, 
it embodies a great deal of instruction that ought 
to be of value to the agent of experience. It will 
also be useful to those who are engaged in the work 
of training inexperienced agents. 


The Prosperous Agent 


This little book is for the guidance of experi- 
enced and inexperienced agents alike. It gives a 
catalogue of the characteristics—the mental 
equipment—of the successful business man; and 
tells how these qualifications can be utilized to the 
greatest advantage by the insurance salesman. 

The instrument with which the agent does the 
work is hisown mind. The material on which he 
uses this delicate instrument is the mind of another 
person. It is all important, therefore, that he 
should know exactly how to utilize his mental 
equipment. 


The Art of Insurance Salesmanship 


This volume takes up the instruction of the 
agent where the second volume of this series stops. 
It contains more advanced instruction, and one of 
its aims is to stimulate the thought, fire the imagi- 
nation, broaden the vision, and thus increase the 
efficiency of life underwriters. 


One Hundred Ways of Canvassing For Life 
Insurance 


This concluding volume describes many ways 
of soliciting life insurance and includes a number 
of canvassing plans contributed by experienced 
field men, with the author’s comments on these 
plans. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.” 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 




















A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 


AND 


BIG COMMISSIONS that make it worth- 
while to the salesman are the reasons for 
the ‘increase. 


Specimen Rate 
Age 35—$16.30 per $1,000. 
Important districts open in Western Michi- 


gan, Northeastern and Eastern Indiana, . 


Portions of Missouri and Kansas. 


National Life Association 


Des Moines Iowa 
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SERVICE NECESSARY 


E. C. Rockafellow Describes the Needs 
of Underwriters and Policyholders 


DEVELOPMENTS IN CONTRACTS SOLD 





Lapses a Question of Service—Training of 
Agents Increases Writings—State Insur- 
ance Harms Public More Than Agents 


E. C. Rockafellow, head of the Claim Divi- 
sion of the Casualty Department, National Life 
of the U. S. A., Chicago addressed the annual 
summer meeting of the Health and Accident 
Underwriters Conference at Mackinac Island on 
the topic “Observations of a Claim Man.” One 
of the most experienced underwriters in the 
business, Mr. Rockafellow told his hearers the 
problems confronting the agent are largely ones 
which can be solved by an understanding of 
the insured and his needs. Service as the key- 
note of underwriting was the crux of the speak- 
er’s remarks. 

With reference to policy forms Mr. Rocka- 
fellow said that changes were constantly 
occurring and that the wants of the policyholder 
were being filled as never before. On this 
point he stated: 

Thirty years ago no indemnity whatever was 
paid for non-confining illness; then in course 
of time, one-fifth was paid for a limited period; 
then one-half; and finally an occasional policy 
was issued paying the same indemnity for non- 
confining as for confining illness. Some un- 
derwriters still maintain that this cannot be 
safely done. To the writer’s personal knowl- 
edge, however, it has been done the last fifteen 
years without excessive losses and without any 
noticeable disturbance to the business. And | 
personally believe that it will continue to be 
done in an increasing measure as time goes on 
until eventually practically all policies will be 
of that sort. People unquestionably want that 
kind of protection and are willing to pay for 
: when the situation is properly explained to 
them. 


The relations between companies and their 
agents were constantly being bettered and the 
agents themselves were benefiting by the train- 
ing they were receiving through the various 
insurance courses established by companies and 
With regard to the practice of 
retaining 50 per cent of the premiums collected 
by agents from policyholders and the conse- 
quent hardship, Mr. Rockafellow said: 


by colleges. 


I believe it is no longer generally in vogue. 
Our company found a most effective means of 
doing away with it. This is to require a rein- 
statement fee, equal to one month’s premium, 
which the agent is obliged to remit on every 
policy reinstated. This removed the incentive 
to defraud and we also found that we had less 
lapses. [t has likewise resulted in the company 
recetving all the premiums that are paid by 
the policylfolders and has .also had a beneficial 
effect upon the loss ratio. 

The speaker detailed the methods used by 
his company in getting business and gave it as 
his opinion that a large percentage of lapses 
could be done away with by selling the pros- 
pect the right form of policy in the first place 
and by then rendering him such service as he 
expects. In closing his address Mr. Rocka- 
fellow, touching on State supervision, said that 
trom such intelligent supervision as is now the 


general rule, insurance had nothing to fear. 
State insurance, however, worked a hardship 
on both the public and the companies. The 
speaker’s concluding words were: 

As to State insurance, the public has greater 
cause to dread this than the underwriter. State 
insurance would of course seriously disturb the 
business and be detrimental to its highest 
development, but if the insurance companies put 
the right sort of agents in the field, sell the 
people what they need and select their business 
carefully, I do not think that we will ever hear 
much of State insurance. 


Kansas Crop Insurance 

TopeKA, KAns., August 31.—The Kansas In- 
surance Department has issued an important 
ruling relative to the settlement of the land- 
lord’s share of crop insurance. It is a complete 
change from the rule that the department has 
maintained for many years. When a wheat 
field is destroyed by hail or the wheat is burned 
the settlement of the insurance is to be based 
upon the actual value of the crop where it 
stands. For many years the rule has been that 
the insurance on the landlord’s share was to be 
settled on the basis of where it was to be 
delivered. 

The department, until the present season, has 
held that, if a tenant agrees to deliver the land- 
lord’s share of the crop at an elevator or on 
board a car, the must 
pay the loss without deduction for threshing 
and hauling on the landlord’s share. The deduc- 
tion of the threshing cost and the delivery 
charges is permitted on the tenant's share of 


insurance company 


the crop. 

The new ruling was announced on tne com- 
olaint of D. E. Winters of the Haviland, Kan., 
against the London, Globe, 
which carried the insurance on the wheat crop. 


Liverpool and 


About 900 bushels were burned. The insur- 
ance deducted ten cents a_ bushel 
threshing charge and three cents a bushel deliv- 
ery charge from the landlord’s share, and he 
complained to the department about it. The 
department reversed the ruling which had been 
in effect for several years ana held that the 
company had paid the full amount due. 

“Tn case of loss, the measure of damage is 
the actual value of the property destroyed at 
said the ruling of 


company 


the time and place of loss,” 
the department in the case. It was admitted 
that this may seem to work a hardship in 
some cases on the landlord but the department 
felt this was a proper method of adjustment. 


Chiropractors Not Recognized by Utah 
Insurance Law 
Satt Lake Crry, Urau, August 31.—Chiro- 


practors not registered as physicians and 
surgeons must not be recognized by the Indus- 
trial Commission, according to a ruling just 
handed down by the State attorney general. 
Until recently 
tors in this State, but now that they have been 
admitted to practice they are not classed as 
surgeons” and, the attorney 


chiropractors were law viola- 


“physicians and 
general points out, they are not governed by 
the same board. None but physicians and 
surgeons are recognized by the Utah insurance 
law. Osteopaths are not under the ban. 
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INSURANCE BY-PRODUCTS 


John W. Blevins Before the Health 
and Accident Underwriters’ 
Conference 





POLICIES EMBRACE CLOSE 
RELATIONSHIPS 





Vice-President of Interstate Life and 
Accident Points to Personal Contacts 
and Care of Individuals and De= 
pendents As Highest Office of 
Contracts Made 
Speaking on “By-Products of Insurance,” 
John W. Blevins, vice-president of the Inter- 
state Life and Accident Company, Chattanooga, 
told the members of the convention of the 
Health ‘and Accident Underwriters Conference 
at Mackinac Island that the greatest by-product 
of insurance was its humanizing aspect. The 
word “by-product” as applied to insurance, said 
the speaker, was understood by him to cover 
the benefits and advantages which accrue to 
society as indirect results of the growth and 

development of the institution of insurance. 

Quoting several instances of a parallel na- 
ture to give force to his point, Mr. Blevins 
said: 

An insurance company may be only a legal 
entity—a creature of ink and pulp—to which 
the laws of the land give sanction and identity, 
but in such event its by-products are occasion 
for mass self-expression and development and 
opportunity for the individual to express his 
ideals and to use the ability God has given him 
to make his life a blessing to others and a 
handiwork of which he can be proud. 

An insurance contract as expressed in the 
actual policy, went on the speaker, was not only 
a contract as such but was an example of 
thrift, co-operation and economy which enabled 
the many to pool their funds so that in mass 
they can do for each what no individual ‘could 
do, or could afford to risk being able to do, 
for himself. Insurance, said Mr. Blevins in 
concluding, was seen by him: 

As something which collects the funds that 
contribute to business the power which erects 
factories, turns spindles, opens mines and 
kindles furnace fires, and does the many other 
things for which the captains of industry and 
business development commend us; that can- 
cels mortgages, pays taxes. educates children, 
keeps women from the washtub, men out of 
the poorhouse and their bones out cf the Pot- 
ter’s field. 

An insurance policy may be just a contract 
for indemnity against loss, but its by-products 
are a combination of love and sentiment and 
business that changes and transforms the ad- 
monition “Bear ye one another’s burdens” from 
a duty to a pleasure, from an obligation that 
society places on us as a cross to a privilege. 

Dr. J. R. Conklin Appointed 

Dr. J. R. Conklin, formerly with the Peoria 
Life Insurance Company, has been appointed 
general agent for the Continental Life at Pitts- 





burg, Kansas. 

Dr. Conklin is a 
little insurance as a side-line, ana made such a 
success of it that he decided to give up the prac- 
tice of dentistry and be an insurance man. 


dentist who first wrote a 
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LIFE INSURANCE SALESMAN 


YOU can get it all 


Why divide what you earn with some General 
Agent ? Make a contract with this 
Kansas Company: attractive, non- 
forfeitable renewals, no deduc- 
tions for collections. We 


have NO General Agents 


Write to 
G. R. GLASGOW, Agency Director 


AMERI€AN HOME LIFE INSURANCE CO. 


Topeka, Kansas 

















Ready! 
New York State Field Annual 


AND 
Insurance Directory 


ONTAINING a complete list of agents in 

New York State (‘exclusive of Greater New 

York) with complete address, list of companies 
represented, etc. 


Many new features are included that will be 
“Field Annuals.” 


found only in 


* Greater New York és published separately. 





THE INSURANCE FIELD CO. 
Incorporated 
P. 0. Box 617, Louisville, Ky. 


Send me a copy of the NEW YORK STATE FIELD ANNUAL 


AND INSURANCE DIRECTORY. Enclosed find check for 
$5.00 to cover cost. 
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ARENA, 


FIRE AUTOMOBILE MARINE 


mat HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


’ NORFOLK, VIRGINIA 


Address Home Office Fer Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. Morin, 


President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 











ATTENTION 


We want a general agent in every locality in Illinois 
and Indiana where we are not now represented. 
Excellent territory open to men of character. Policies 
up to date and non-par. 1200 influential stock- 
holders. 


Do not write us unless you mean business. Refer- 


ence required. 


Chicago National Life Ins. Co. 
Room 324, 202 S. State Street, 
Chicago, Illinois. 

















THIRD EDITION 
Thoroughly Revised, Improved and Greatly Enlarged 


Fire Insurance Inspection and Underwriting 


By C. C. DOMINGE and W. O. LINCOLN 


Associate Members, National Fire Protection Association 
embers, Insurance Society of New York 


OVER 5000 DIFFERENT SUBJECTS TREATED 
NUMEROUS ILLUSTRATIONS 


1020 Pages of Profitable Information 
A COMPLETE TEXT AND REFERENCE BOOK FOR 


Fire Insurance Inspectors and Underwriters, Students, Firemen and 
Others Interested in Fire Prevention 
Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 

Chemicals and their Hazards Described 
Manufacturing Processes & Special Hazards Listed 
Alphabetically Arranged—Printed on thin Paper—Bound in Flexible 

Covers—Just the Book for the Underwriter in Office or Field 
PRICES 

Flexible Binding, $6.00 De Luxe edition, thumb indexed, $10.00 


THE SPECTATOR COMPANY 
CHICAGO - PUBLISHERS - NEW YORK 
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Miscellaneous Insurance 











AUTOMOBILE 

A clause which provides that the policy 
shall be null and void if there be any other 
insurance against the risks assumed by the 
policy invalidates the policy notwithstand- 
ing the invalidity of such other insurance. 
A clause in an insurance policy providing 
that the loss shall be paid to the mortgagee 
as his interest may appear merely appoints 
him as the party to receive the payment due 
under the contract and gives the mortgagee 
no greater right than the insured could have. 

Among the conditions in the policy was one 
providing that it should be null and void “if 
at the time a loss occurs there be any other 
insurance covering against the risks assumed 
by the policy which would attach if this in- 
surance had not been effected,” and another pro- 
vision made the policy void “if the assured or 
his agent shall make any attempt to defraud 
this company either before or after the loss.” 
The policy contained the clause: “Loss, if any, 
payable to the Morris Plan Corporation as their 
interest may appear.” The plaintiffs in this 
action succeeded to all the rights of the Morris 
Plan Corporation as mortgagee. It appeared 
on the trial that without the knowledge of either 
the plaintiff or of the Morris Plan Corporation, 
that the insured had taken out an additional 
policy of insurance upon his automobile for 
$2000 which would have been valid at the timé 
of the loss but for the existence of the policy 
sued on. The policy sued on was in the amount 
of $2000. The automobile was destroyed and 
its value was appraised at the date of its de- 
struction at the sum of $1600. The insurance 
company claimed exemption from liability on 
the ground, first, that its policy had been voided 
by reason of the other insurance; second, be- 
cause the insured, in making out his proof of 
loss under the policy sued on, swore that there 
was no other insurance upon the automobile. 
Plaintiff obtained judgment on trial for the 
amount of $1305.12, the actual amount shown 
to be due to it by the insured. The plaintiff 
argued on the appeal that since the second pol- 
icy was itself void because it contained a clause 
prohibiting other insurance that such additional 
insurance is not cause for invalidating the first 
policy sued on. The court, however, held that 
the parties had specifically contracted that any 
additional insurance taken out shall make the 
policy void. To disregard this contract would 
defeat the object of the parties. The over in- 
surance of property increases the moral hazard 
and such an evil is one against which the com- 
panies have a right to protect themselves. If 
both companies had remained in ignorance of 
the double insurance it is quite likely that the 
insured would have recovered twice the ap- 
Praised value of the automobile. 

The plaintiff also claimed that its rights as 
Morigagee should not be affected by any ac- 
tion taken by the insured. The court held, 


By Joseph G. Seller of the New York Bar 


— — Ne 


however, that the mortgagee could have ob- 
tained a policy in his own name or he could 
have obtained the benefit of what is known as 
the “union mortgage” clause, by which it is 
provided that in case the loss is directed to be 
payable to a mortgagee, the interest of the 
mortgagee shall not be invalidated by the act 
or neglect of the mortgagor or owner of the 
insured property. However, such clause is not 
in the policy and it is clear that where there 
is merely a clause providing that the loss shall 
be payable to the mortgagee as his interest may 
appear, that the contract as to the mortgagee 
is merely collateral to the principal undertak- 
ing to pay the insured. 

As the mortgagee is merely an appointee of 
the insured his rights are no than 
those of the assured and therefore a breach of 
the policy by the assured will void the policy. 
Judgment reversed and final judgment directed 
in favor of the defendant company. 

New Brunswick Fire Insurance Co. of N. 
B., N. J. vs. the Morris Plan Bank of Ports- 
mouth (Sup. Ct. of Appeals of Virginia, 118 
Southeastern 236). 


greater 


BENEFIT 

Evidence held sufficient to establish deliv- 
ery of benefit certificate to insured in life- 
time and while in good health. 

An action at law was brought by plaintiff 
against an insurance company to recover the 
sum of $2000, alleged to be due on a benefit 
certificate. The application and benefit certifi- 
cate by express provisions made all the by- 
laws a part of the insurance contract. Section 
211 of the society’s by-laws provides as fol- 
lows: “The liability of this society on any 
benefit certificate issued by it shall not begin 
until such certificate shall have been counter- 
signed by the oracle and recorder of the local 
camp and actual manual possession be taken by 
the member applying therefor, on payment to 
the local recorder of the asssesment current 
at time of delivery of said benefit certificate, 
and while said member is in sound health, and, 
if a woman, not pregnant; and no officer or 
camp of this society is authorized or permitted 
to waive any of the laws of this society which 
relate to the substance of the contract of in- 
demnity.” 

On September 21, 1918, insured applied for 
reinstatement or new membership and benefits 
in the defendant society; on September 27, 
1918, she was examined by the camp physician 
and approved; on October 2, 1918, recommenda- 
tion was made that a benefit certificate be issued 
by the proper medical officer; the insured was 
duly initiated into the society on October 4, 
1918, and the benefit certificate dated October 
31, 1918, was duly issued and forwarded to the 
recorder of the local lodge. This certificate, 
however, was never delivered to the insured, 
who died November 29, 1918, as a result of 


29 


eeleloOns. 





an operation, performed at Rochester, Minn. 
The society claimed that the contract of indem- 
nity was not completed, inasmuch as_ there 
was no delivery of the certificate, and that the 
by-law was not fulfilled which provides for 
actual manual possession of the certificate by 
the insured. The court held, however, that 
the local lodge had received the benefit certifi- 
cate for delivery during the lifetime of the 
insured, while she was in good health. At this 
time the insured was entitled to demand de- 
livery of the policy, had been regularly initiated 
into the society and had paid all dues. As a 
matter of law the recorder of the lodge held 
the certificate for her, and the facts were suff- 
cient in law to constitute a delivery of the 
policy to the applicant. Flynn vs. Royal Neigh- 
bors of America. 193 Northwestern 760 (Su- 


preme Court of Nebraska). 


FIRE 

A provision in policy of fire insurance 
which excludes liability for loss while install- 
ment on the premium note was overdue and 
unpaid, was valid and sufficient defense in an 
action to recover for loss happening when 
the installment was so overdue and unpaid. 

The plaintiff obtained insurance upon his 
dwelling-house and appurtenances for the sum 
of $1,500.00. 

On the 4th of April, 1920, the dwelling-house 
so insured was totally destroyed by fire. The 
premium on the fire insurance policy was due 
on April 1st of that year and had not been 
paid at date of the fire. The policy contained 
a provision reading as follows: 

“It is expressly agreed that this company 
shall not be liable for any loss or damage that 
may occur to the property herein mentioned 
while any installment of the installment note 
given for premium upon this policy remains 
past due and unpaid; or while any single pay- 
ment promissory note (acknowledged as cash 
or otherwise) given for the whole or any por- 
tion of the premiums remains past due and un- 
paid. Payments of notes and_ installments 
thereof must be made to the said Home Insur- 
ance Company, at its Western Farm Depart- 
ment Office in Chicago, Ill., or to a person or 
persons specially authorized to collect the same 
for said company. And it is expressly agreed 
that the failure of the assured to receive the 
notices that may be sent by the company of 
the approaching maturity of the premium note 
or notes, or any installment thereof, shall not 
operate to render the company liable for any 
loss or damage while such note or notes, or in- 
stallment thereof, remains overdue and un- 
paid. The company may collect by suit or 
otherwise any past-due notes, or installments 
thereof, and a receipt from the said Chicago 
office of the company for payment of past-due 
notes or installments must be received by as- 
sured before there can be a revival of the 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 

















Prominent Agents and Brokers 
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PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 











Actuarial 
GEORGE B. BUCK 
ACTUARY 
Specializing in Employees’ 


Benefit and Pension Funds 











FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, Iowa. 





25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 








LEON IRWIN & CO., Inc.. New Orleans, La. 


REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford  National-Hartford _ Casualty Co. 


American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 








JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 





3 Cedar St. New York 








Actuarial 








FACKLER AND FACKLER 


DAVID PARKS PACKLER, F. A. 8. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 








JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuataats 


THE BOURSE PHILADELPHIA 
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A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS . 








FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 





MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 











WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of Insurance 


43 Cedar Street, New York 








A Policy Saved is a Policy Made 


THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 











W. H. GOULD 
ACTUARY & EXAMINER 
SYSTEM REVISION 


78 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 





ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 








SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 











W. B. YOUNG 
CONSULTING ACTUARY 
AND ACCOUNTANT 


D. R. McClurg, Associate 








430 Peters Trust Bldg. Omaha, Neb. 











Consulting Engineers 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 





843 So. Dearborn St., Room 1100 CHICAGO 


Telephone, Harrison, 3384 
aid 





JAMES H. WASHBURN, F.A.I.A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes. 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 











FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 





37 WALL ST. Tel. HANOVER 6718 NEW YORK, N. Y. 








30 





Inv 


con 











policy ; 
said pi 
suranc 
of this 

The 
that pr 
forceal 
an ins 
thereo! 
on the 

The 
Insura: 
case 0! 

Held 
the fa 
tained 
weeks 
by at 


ously | 











ga Lee 


P he 


r 


. Sos. 











September 6, 1923 


THE SPECTATOR 








Insurance Attorney 








el. Rittenhouse 2289290. 


T 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


d Investigators and Adjusters—Lia- 
Beer roperty Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Adjuster 








Tel. Mulberry 2613 
NEW JERSEY CLAIMS 


investigated and adjusted. All lines handled. 














eration and quick results. Thoroughly 
pons et New York and Connecticut. 


J. L. CHEREPY 


Proctor Building Newark, N. J. 

















Statisticians 











- 
STATISTICS 
Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 


Whitehall 20 Vesey Street 
7796 New York 




















Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 








50 John St. New York City 





policy; such revival to begin from the date of 
said payment, and in no case to carry the in- 
surance beyond the end of the original term 
of this policy.” 

The court held that it is now well settled 
that provisions of this kind ace valid and en- 
forceable, and the failure of the insured to pay 
an installment premium the due 
thereof, is a sufficient defense to an action up- 
on the policy. 


upon date 


The plaintiff claimed that the agent of the 
Insurance Company agreed to protect him in 
case of delayed payment of installments. 

Held that this claim is very doubtful upon 
the facts, and, further, it could not be sus- 
tained because the insured had neglected for 
weeks to have the 


policy reassigned to him 
by a third party to whom it had been previ- 
ously assigned. 





The trial court did not err in directing a 
verdict for the Insurance Company. 

Crafton vs. Home Insurance Company of 
N. Y. (Court of Appeals of Ky.), 251 South- 
western 992. 


SUIT AGAINST COMPANIES BEGUN 
Claim of Taxes Unpaid Results in Litigation 

Jackson, Miss., August 30——Stokes V. Rob- 
ertson, State revenue agent, has filed suit in the 
Marshall 


insurance 


court of against 
old-line life companies—the 
Prudential Company of America, 
Penn Mutual Life Insurance Company, Metro- 
politan Life Insurance Company and Home Life 
Insurance Company of New York, to recover 
certain back taxes alleged to be due from the 


chancery county 


four 





Insurance 


defendant companies by reason of their failure 
to report and pay premium taxes on certain 
policies during the years 1916 and 1922. 

It is alleged that citizens of Mississippi dur- 
ing those years paid premiums to the companies 
on which taxes were due and that dividends 
which were applied by Mississippi policyholders 
to payments of premiums and purchase of addi- 
tional insurance which are subject to taxation 
were not reported. 

A decree requiring the defendant companies 
to discover the amounts so solicited and make 
full report on same is asked. The suits were 
filed by L. A. Smith, attorney of this city, 
who represents the revenue agent. 


Rebating Questions in Kansas 
Topeka, KANnsAs. August 31.—The Kansas 
Insurance Department and the Attorney Gen- 
eral have a serious problem facing them just 
now. One of the big fire insurance agencies in 
the State recently purchased the fire business 
of a competitor. The purchase was from the 
competitor’s estate, and by the terms of the 
agreement there was not much actual cash in- 
volved in the deal, but the estate was to have 
all of its insurance written at ten per cent be- 
low the published rates. It was quite a large 
estate and the insurance premiums would in- 
volve a considerable sum each year. 

The question of rebating under the Kansas 


anti-discrimination law enters into the case 
Other agents filed the complaint with William 
R. Baker, Superintendent of Insurance. The 


department has conducted an investigation, and 
has submitted the facts to the Attorney Gen- 
eral. The agency maintains that it is not dis- 
criminating. It contends that it is paying for 
the business it purchased by cutting off its com- 
mission for the business on the estate’s prop- 
erty. The attorneys for the agency contend 
that by the exact reading of the anti-discrim- 
ination law the then agent cannot be punished 
for rebating. The 
The attorneys for the agency have 


law prohibits companies 
rebating. 
presented a brief in which they hold that it is 
none of the State’s business what is done with 
the commision of an agent, and that the State 
cannot even question the right of an agent to 
split a commission if he wants to do it, so long 
as the insurance company collects its full pub- 


lished rate. 
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Life Gains Average 20 Per Cent in 
Last Six Months 


BOOM EXPECTED IN SEPTEMBER 


Local Agencies Writing Large Volume of 
Business—Low Prices on Farm Prod=- 
ucts Reduce Insurance in Such 
Territories 


INDIANAPOLIS, IND., August 31.—Substantial 
gains in new life insurance written for the first 
six months of this year as compared with the 
first six months of last year and with the same 
period of 1920, which was considered the best 
year in history, are revealed in a canvass of 
agencies for Indiana and Indianapolis of a 
large number of nationally known companies, 
Should the same ratio of gain be maintained 
during the remainder of this year, 1923 will 
stand as the heaviest year on record in new 
insurance written here. 

In most cases, companies’ reports show an 
increase of 20 to 25 per cent, as compared with 
last year, and an increase of 5 to Io per cent 
over 1920. This year’s figures also reveal a 
material gain as compared with 1921. In a 
few instances new business for the first half 
of 1923 was almost double that of 1920. 

Local managers and representatives of large 
companies, together with officers of organiza- 
tions doing a nation-wide business, with head- 
quarters in Indianapolis, are optimistic as to 
the remainder of the year. Although July and 
the first half of this month were relatively 
slower than the first six months of the year, 
life insurance men are of the opinion that a 
sharp increase will develop about September 
7, The dull period in the summer is attributed 
number of causes. It is the vacaton 
period in most lines of business, something 
which would naturally divert the thoughts of 
many from insurance. Production and busi- 
ness activity in many branches of trade and 
industry have slowed down during the mid- 


to a 


summer months, in many cases this lull being 
in preparation for an increased business dur- 
ing the fall and winter. 

Life insurance officials and representatives 
report that new insurance written among the 
farmers and residents of rural districts was 
large during the first months of the year. Busi- 
ness in this line, however, disclosed a decrease 
after July 1, due, it is said, to low prices be- 
ing paid for grain and other farm products. 
This latter fact is true, more especially in 
the grain districts, reports indicate. Conditions 
among stock raisers and truck farmers con- 
tinue satisfactory in most respects and in that 
field sales of insurance are advancing. 

In reporting a gain of slightly more than 
20 per cent, as compared with last year, a large 
local agency doing business in a major part 
of the State reported new business for the 
first six months of this year at slightly more 
than $4,000,000. This compares about 
$3,125,000 for the first six months of last year, 
and slightly less than $3,000,000 for the corre- 


with 


sponding period of 1920. 
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W. E. SMALL, President 


$2,054,516.67 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


Georgia Casualty Company, macon, 6a. 


AUTOMOBILE 


PLATE GLASS LIABILITY 


AN 


BURGLARY 


AMERICAN COMPANY 


ee 


E. P. AMERINE, Secy, 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 











HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows: 


Premiums received during the year 1922..............0000- $7,369,835 
Payments to Policyholders and their beneficiaries in Death 

Claims, Endowments, Dividends, Etc.............see0e: 5,400,769 
Amount added to the Insurance Reserve Funds............. 2,206,762 
Net Interest Income from Investment..............00.000 2,110,922 


($722,352 in excess of the amount required to maintain the 

reserve) 
Actual mortality experience 52.87% of the amount expected. 
RR RMSE AEN SINISE Ss 5 so ionic nao. 0is'n ss aie sbkinis win aa wieeuareee $232,163,052 
SPIRITS oa oo he nine ee nis cine aie Some ae mension ae 46,253,715 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 


TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co, 


Executive Offices, Wichita, Kansas 

















Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 





UNUSUAL OPPORTUNITY 


A highly successful company desires the services of an 
agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications; giving qualifications, experience, and other 
information to 

ROCKY MOUNTAIN, 


Care of THe SPECTATOR. 








The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 

Philadelphia, Pa. 





Independence Square 











WANTED: PRODUCERS OF GOOD BUSINESS 
IN INDIANA, KENTUCKY, ARKANSAS, 
ALABAMA, FLORIDA, AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 

















ACACIA MUTUAL LIFE ASSOCIATION 


Formerly the Masonic Mutual Life Assn. of the D. of C. 


Insurance in Force Over $135,000,000.00 
Assets Over $8,000,000.00 
We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 
To Agents who are Master Masons in good standing we offer: 
1. Liberal First Year Commissions 
2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 
3. Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 














for INDIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 





Assets......cccccescccccceccsccrcccncceces $ 32,633,933 .05 
CHESTS Cea ae epee eee contac tean eure mau Ry ba 8 28,512,821 .50 
Capital arid: SOR BINSs 60.655. «66.609 o-0'sie-srsioe ea aes 4,121,111 .55 
Wiser Cl FEA’ ORCC oi cio) race n. oo o1e/ler0, 0.010, 0:6'0's lai 230,322,163 .00 
Payments to Policyholders.................. 2,331,155 .50 
Total Payments to Policyholders since Organ- 

Heehtd OSE tareicccrav cian ci sbaiarortave nearer eon raters $30,051,860 .92 


JOHN G. WALKER, President. 


‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie’ and We 
Will Grow Together. 


E. C. HINDS, President 


(tton States 


LIFE INSURANCE CO-menrnis. 





























ly 
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Our progress this year is marked by 





—New and improved policy contracts 
Increased returns to policyholders 
—Increased reserves and surplus funds 
—A large volume of new business 
‘An augmented sales organization. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Connecticut 





THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD. Jr.. Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 











UBLICATIONS OF C. & E. LAYTGN. 


i The undersigned are sole agents in the United States for the old established 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
eae on fire, life, marine and other branches of insurance embrace the most 

#luable and standard treatises on these subjects. 


SEND TEN CBNT StaMP FOR CATALOGUB. 
THE SPECTATOR COMPANY 


135 WILLIAM STREET. NEW YORK 

















The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents are in a position to offer 
the best forms of 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Policies backed by one of the strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. 





STUDY OF 


WORKMEN’S COMPENSATION 


Insurance Laws and Service 
MONOPOLY OR COMPETITION 


By the Impartial Committee on Workmen’s 
Compensation Insurance to the 


CINCINNATI CHAMBER OF COMMERCE 


Over 1000 Pages of Testimony Elicited at Hearings 

in Various Cities from Prominent Business Men and 

Public Officers. Recommendations adopted by the 

Cincinnati Chamber of Commerce, including one for 

“A Well Regulated Plan of Competitive Compen- 
sation Insurance” 


Price, delivered, Cloth Binding, $5. 





THE SPECTATOR COMPANY 


Sole Selling Agents for Insurance World 


CHICAGO NEW YORK 
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Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
SHREVEPORT, LA. 

















GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
Two good personal producers may combine 
to get contract. 


If you cannot produce personally do not 
apply. 


Address West Virginia, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 











The Company Behind the Policy 


The exceptional low premium rates for which Great-West Life pol- 
icies are notable, are based on the soundest principles—splendid 
investment—favorable mortality—low expense rate. 

If interested in Life Insurance write to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office Winnipeg 


—————___ 


MIDLAND LIFE INSURANCE COMPANY: 
KANSAS CITY, MISSOURI ‘ | 


Backed and endorsed by the most substantia 
and influential business men in Kangags City, 


& 


THE COMPANY. 


' 
THE MANAGEMENT. Practical insurance men of long experien ‘| 
and conspicuous success. a 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. ‘The best territor 


THE TERRITORY. 


in the country to-day. 
DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secre 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society for Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate 
The Membership is over 251,000 
The Reserve Fund is over $17,000,000 
Its Business Standing is of the Best 
Gives Safe Protection toWomen and the Children of its Members 
Cares for its Needy Sick 
W. B. A. Health Centers in Every City 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 
MISS FRANCES D. PARTRIDGE . 
Supreme Record Keeper, Port Huron, Mich, 





MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 


EXCELLENT OPPORTUNITY 


tor Reliable, Energetic men to represent us in the states of 4 
iilinois and Missouri with direct Home Office contracts. Liberal ” 
policies. 


CAPITOL LIFE INSURANCE COMPANY 1 
OF COLORADO . 
Clarence J. Daly, President 





DENVER, COLORADO _ 

















WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 

FEDERAL CASUALTY COMPANY «= = = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY = = DETROIT, MICH. 
(Same Management as Federal Casualty Company.} 


NEW and up to date polic 

contracts. REAL SERVIC 

to Policy holdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Anes 
and Policyholders satisfac« 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 














WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 

An Old Line Legal Reserve Company 

We issue all Standard forms of policies. 

Agents wanted in Indiana and Ohio. 
JOHN W. DRAGOO, Secretary 














THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory in the 
State of Michigan is ready for the right man. 


Address: 
Ernest C. Milair, Vice-Pres. and Secretary 


GEORGE WASHINGTON LIFE INSURANCE COMPANY 
Charleston, West Virginia. 
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SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 


— 








of the District of Columbia | 
ORDINARY AND INDUSTRIAL | 


Established in the District of Columbia, West Virginia, Ohio and 
Delaware 


Equitable Life Insurance Company 


: HENRY P. BLAIR 
; . JOSEPH SANDERS 
. WILLIAM A. BENNETT 
- ALLEN C. CLARE 
. GILBERT A. CLARE 


WASHINGTON, D. ¢. 


President 

Vice President 4 ‘ ; “ ‘ : 
2nd Vice President (Agency Supervisor) . 
Secretary z i 2 : : 
Actuary . x 


Main Office, 816 14th Street, N. W., 
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